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How many of the 
customers of your 
sporting goods ride 
in their own cars? 
There are a lot of 
them and they all 
need motor 
ories. “Combining 
Motoring With Other 
Outdoor Sports’’ ap- 
pears on page 69. 


access- 


Being a leader in the 
hardware field and 
having been exten- 
sively copied by 
stores of all kinds is 
the distinction that 
Belcher & Loomis 
Hardware Co., Provi- 
dence, R. L, enjoys. 
Read how it is done 
on page 71. 


win- 
dow dressing secrets 
right from one of the 
best in the country. 
Ray Poore of the 
Peoples’ Hardware 
Co., Gary, Ind., has 
won several prizes 
for trims. Read the 
Story on page 74.— 
“Window Displays 
That Fit the Sea- 


sons.” 


Here are some 
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Do you know how to 
sell your merchandise 
to women? Burger 
& Son, Port Rich- 
mond, N. Y., have 
many women who 
buy from them and 
they tell the 
that they use. 

‘How Women Buy 
Household Goods” on 


system 
Read. 


page 76. 


The Bunting Hard- 
ware Co., Kansas 
City, Mo., has added 
another laurel to its 
name It has broken 
into the news col- 
Kansas 

great 


umns of the 

City Post to 
advantage. <A lesson 
for you in “Getting 
a Notice in the 
Newspaper,’ page 78 


You can waste space 
easier than you can 
utilize it in windows, 
newspapers and the 
itself. Getting 
the most out @f"the 
store is fully ex- 
plained in a praeti¢al 
article on page 80. 
It is called “Using 
Display Space to 
Advantage.”’ 


store 


Good 
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—and avoid delay 
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when the demand is greatest : 
While enjoying the delightful summer weather, time passes very fast. One Fag 
is apt to forget how soon winter will be upon us with its heavy storms. 

But long before the snow flies experience tells the barn owner to storm-proof . 
his barn. . 
He'll be in for a pair of National No.77 Storm-Proof Door Hangers to keep a 


out the rain, wind, hail and snow. 


He wants National Hardware because he knows the line not only through 
National Advertising, but through useas well. 





He appreciates the attention we pay to scientific details, which are lacking 
in other hangers. And he knows how NATIONAL HARDWARE is 
packed—complete with directions for attaching. 

Unless you handle the National line and unless your stock is complete, of 
course you can’t supply him. 


Now is the time to stock up and prepare for this business. 


National Mfg. Co. 


Sterling, Ill. 


Storm-Proof 


Rail 
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ANY of the 


sportsmen are autoists. 


present-day 
The 

men who enjoy tramping a 
brook in hip boots and throwing a 
casting line here and there over 


the sun-flecked surface of the 
stream, quite generally make the 
trip to the spot in a high powered 
and expensive motor car. The fish- 
ermen who have the most expen- 
sive fishing outfits are, quite gen- 
erally, autoists as well, and enthu- 
siastic in the extreme about motor- 
ing. 

So, too, when you come in con- 
tact with a present-day golfer it is 
true in about nine cases out of ten 
that the golfer is the owner of a 
machine in which he makes the trip 
from the city to his country club. 

The same thing that holds true 
about fishing and golfing holds true 
regarding other lines of sporting 
activity with the possible exception 
of baseball. Tennis players are, 
nowadays, quite generally supplied 
with cars. Owners of motor boats 
are also owners of motor cars, and 
$0 on. 

All this being the case it would 
seem as though there lay in this 
situation a splendid opportunity for 
the live wire hardware dealer who 
is able to hook up his selling plans 








Combining Motoring With 
Other Outdoor Sports 


with an appeal to the automo- 
biling tendencies of those 
sportsmen who buy supplies 
from him. And this being the 
case it would seem as though 
an inspection of some of the 
selling plans adopted by live 
wire auto dealers might be of dis- 
tinct value to hardware dealers in 
that the hardware dealers might 
discover the sort of thing that ap- 
peals to autoists and adapt these 
plans to their own businesses. 

Let’s look at the selling stunts of 
some alert automobile merchant and 
then see how hardware merchants 
might make use of these stunts with 
good effect. 

Let’s examine the selling stunts 
of a certain tire service company in 
the Middle West, which has put into 
use a number of unusual sales 
ideas. 

We find, first of all, that this con- 
cern is located on one of the prin- 
cipal auto thoroughfares, where it 
is in plain sight of most of the cars 
passing that way. And for the pur- 
pose of attracting attention to the 
store during the day the front of 
the place has been painted a bril- 
liant white. And at night a spot- 
light across the street throws the 
store into prominence dnd inevit- 
ably attracts the attention of all 
the autoists who pass that way. 


Spot Lighting the Windows 


Isn’t there a hint here for hard- 
ware dealers?’ Why couldn’t the 
hardware store spotlight its win- 
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The Man Who Plays Golf Rides in an Auto 
and the Hardware Man Should Sell Him His 
Motor Accessories as Well as Sport Goods 


By FRANK H. WILLIAMS 





dow display of sporting goods or 
auto accessories in this way? Cer- 
tainly such an odd lighting effect 
would attract a lot of attention 
from passing autoists, if the con- 
cern was located on a street where 
many cars passed at night, and it 
would inevitably bring to the at- 
tention of every car owner the 
things which were on display in the 
window. 

Here’s another unusual lighting 
stunt used by the same progres- 
sive company: 

This concern has placed on its 
roof a powerful searchlight. At 
night this light throws its beams 
high into the air and the rays are 
plainly visible for a number of 
miles from the city. And, of course, 
every time that the autoists on the 
country roads see this light they 
think of this particular concern and 
of the product which it sells. Why 
couldn’t an enterprising hardware 
store use this sort of a stunt in at- 
tracting the attention of autoists to 
its products and in making motor- 
ists who are touring the country at 
night think of the store and of 
sporting goods and auto acces- 
sories? 

This store, for the purpose of 
gaining the good will of the auto- 
ists, recently sent out a pocket map 
of the local roads upon which the 
points of interest were marked by 
red numbers and these points were 
described in short, snappy sentences 
at the bottom of the map, each de- 
scription corresponding to the 
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proper number on the map. It 
seems to be a fact that no autoist 
ever secures too many road maps 
and it seems that all autoists prize 
road maps as much as any part of 
their equipment. So, of course, this 
map made a great hit with the 
motorists and to its distribution 
was directly traced a large amount 
of new business done by the tire 
store. 

Surely there is a hint in this road 
map proposition for the alert hard- 
ware store. Why couldn’t the hard- 
ware store distribute a map upon 
which appeared the location of all 
golf courses in that part of the 
country or upon which was shown 
the location of the best fishing and 
swimming spots within a reasonable 
motoring distance of the city? Cer- 
tainly such a road map would be a 
unique addition to the equipment 


greater appeal to the motorists the 
management has arranged a sort 
of information bureau in which is 
gathered information concerning 
road conditions, hotel conditions at 
lake resorts and valuable informa- 
tion regarding pleasant over-Sun- 
day trips, etc. 

Now it would seem as though 
there is a really valuable hint here 
for hardware stores which are 
specializing in auto accessories and 
sporting goods. Why couldn’t the 
hardware stores start the same kind 
of an information bureau? Why 
couldn’t they go a step farther and 
have maps prepared showing inter- 
esting week-end trips and then 
make these suggestions sell goods 
for them by suggesting the sort of 
things the motorist ought to carry 
on these trips fishing tackle, picnic 
hampers, flashlights, and all the 


Hardware Age 


ing goods, but selling all sorts of 
auto equipment as well. If the auto- 
ist who wants to buy fishing tackle 
for his over-Sunday trip knows that 
a certain hardware store is distrib- 
uting a map to customers upon 
which is shown the location of all 
the best fishing places within a 
day’s motoring trip of the city, then 
it is reasonable to suppose that the 
autoist will go to that store for the 
purpose of purchasing his fishing 
equipment. And it is also reason- 
able to suppose that while he is in 
the store he will also purchase any 
auto supplies he may need which 
are carried by the establishment. In 
this way the store will really be 
killing two birds with one stone in 
that it will be disposing of sporting 
goods and auto goods at the same 
time because of its combined ap- 
peal to sportsmen and to autoists. 

















At the American Hardware Stores, Inc., Bridgeport, Conn., the accessory department is right next to the sporting goods 


of any motorist and it would be just 
the sort of a thing that would ap- 
peal with much force to the sport- 
ing instincts of all the motorists to 
whom it was sent. 

Making the Store a Home 


Another interesting stunt of the 
company mentioned is that of try- 
ing to make its sales room head- 
quarters for motorists. The room 
has been arranged very attract- 
ively with tables and chairs, tele- 
phone, etc., and the management 
constantly emphasizes the fact that 
it is desired to have all motorists 
feel perfectly free to make appoint- 
ments to meet friends in that room 
or to spend any spare time they 
may have in loafing about the place. 
To make the room have an even 


department 


other paraphernalia that a motor- 
ist with sporting instinct should 
take with him on such a journey? 
Certainly any such _ information 
would be as highly appreciated by 
the motoring patrons of a hardware 
store as it is appreciated by the 
patrons of the tire service company. 


Autoists Are Sportsmen 


Autoists have become so extremely 
numerous nowadays that it is well 
worth the time and thought of any 
dealer in working up ways of ap- 
pealing to them. And when it is 
realized that so many of the golfers, 
nimrods, tennis players and other 
sportsmen are owners of cars, it will 
be seen by the hardware dealer that 
in this fact lies a splendid oppor- 
tunity for not alone selling sport- 


Aren’t there some hints in this 
article and in the stunts of this 
Tire Service Company for hardware 
dealers? Here’s hoping so! 


Is Now Sales Manager 


C. R. Baldwin, formerly traveling 
salesman in the New England territory 
for the Empire Cream Separator Co., 
New York, has recently become sales 
manager for the company, with offices 
at New York. He will have jurisdic- 
tion over the New England States, New 
York, Pennsylvania, New Jersey, Dela- 
ware, Maryland, Virginia and Wes: 
Virginia. 

Mr. Baldwin has been well trained 
for the position that he now holds. As 
a farmer boy he knows the drudgery 
of the old farming methods and appre- 
ciates modern equipment. 
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ry\HE BELCHER & LOOMIS 
HARDWARE  CO., _ Provi- 
dence, R. I., has a faculty of 
going ahead and _ accomplishing 
things that count without any great 
flourishing of trumpets that com- 
mands commendation. 

Interests representing that com- 
pany quite recently purchased the 
brick five-story building at the cor- 
ner of Weybosset and Orange Sts., 
the basement, ground and second 
floor of which already are occupied 
by Belcher & Loomis, as well as a 
large amount of space in the rear 
of the upper floors. 

That fact at first blush does not 
appear especially significant, but 
one should consider how few of the 
large New England hardware con- 
cerns own their homes, let alone 
such an imposing one as this Provi- 
dence house has bought. The Pro- 
vidence firm made no mention of the 
purchase, and the papers of that city 
did not devote the space to the 
transaction it deserved, simply be- 
cause Belcher & Loomis Co., like to 
accomplish concrete results as 
quietly as possible. 

The Belcher & Loomis Co. is one 
of those New England institutions 
that has made a long serious study 
of service and merchandising from 
the retail standpoint with singular 
success. But company officials are 
not resting on laurels won, by any 
means. 

Service and merchandising meth- 
ods are still studied with the same 
vigor that Brown University boys, 
on the hill overlooking Providence, 
work, just previous to their final 
exams. These hardware officials 
leave no stone unturned; they are 
on their toes every twenty-four 
hours, every fifty-two weeks, yet 
they are decidedly modest as to 
What they actually are accomplish- 
ing. 

Search Widely for Ideas 

In a very large number of cases 
young men go out of their home 
towns to pick the girl they marry. 
Local talent, in such instances, does 
not always measure up to ideals. 
The Belcher & Loomis Hardware 
Co., has adopted another hardware 
interests’ ideas and often improved 


A Retail Store That Sets the Pace for Others 


Belcher & Loomis 
idence, R. [., Has 
Chief Asset—Some 
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upon them, yet like the young mar- 
rying men, they often have strayed 
from their own chosen stamping 
ground for ideas not to be found 
there. 

If a dry goods, clothing or what 
might be termed “foreign” store, 
offers an idea to a Belcher & 
Loomis official that can be applied 
to his particular business in the 
interest of service and: merchandis- 
ing, he accepts it, radical as it might 
seem at first to the rank and file of 
New England retail hardware mer- 
chants. 

Shoe factory angle iron racks, for 
instance, with improvements, are 
used throughout the Belcher & 
Loomis shipping department. From 
a periodical devoted almost exclu- 
sively to women’s wearing apparel 
merchandising, was taken as an idea 
for store signs. These are but two 
concrete examples of ideas taken 
from fields quite apart from the 
hardware that have made for 
greater efficiency and satisfied cus- 
tomers in this hustling Rhode Island 
city. 

Full of Ambition 

Ambition is every real live Ameri- 
can’s greatest asset. This Belcher 
& Loomis outfit, from the errand 
boys up to Edward R. Brayton, 
president, are full of it. And the 
ambition in their case is not all one 
brand either. 

They have the ambition to make 
money, and they make it; the ambi- 
tion to have the best hardware es- 
tablishment in New England, and 
they certainly are working toward 
that end; the ambition to be on the 
job and stick there every minute, of 
which we will speak later; the am- 
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Hardware Co.. Prov- 
Placed Service as 


Excellent Methods 


bition to see that every fellow on 
the pay roll sticks on the job, or in 
other words, co-operation; the ambi- 
tion to present a pleasing personal 
appearance to customers, and they 
do it; the ambition to give service 
to customers, which is always in 
evidence. 

That word “service” has burrowed 
in under the skin of everybody con- 
nected with the company, and it is 
played up from every conceivable 
angle. But service, like everything 
else, costs money, and not every re- 
tail hardware house can afford to 
acquire it except in allopathic doses 
as available funds permit. The 
3elcher & Loomis Hardware Co. 
has spent much money in acquiring 
the art of giving service and in mak- 
ing its retail department what it is 
to-day. 


Psychology of Layout 

First of all let it be said that the 
general arrangement of the store 
counters and fittings is so pleasing 
to the eye of ninety-nine out of 
every 100 persons looking in at the 
door, that even if the ninety-nine 
have no idea of buying hardware 
they cannot resist the temptation to 
investigate further. That is the 
psychology of the store layout, with 
its display cases of plate glass ex- 
tending around the sides and up and 
down the center, leaving generous 
space in aisles for the comfort of 
customers. 

Psychology having accomplished 
so much, twenty-one clerks. behind 
counters do the rest. But psychology 
hung on the front door knob, alone 
will not always accomplish desired 
results. To forestall possibilities, 
the company acquired the services 
of H. C. Crabb, a really good decora- 
tor. His window displays testify 
to his powers to attract public at- 
tention to the possibilities of the 
American dollar and the goods on 
display inside the store. 


Replacement Values 


In the main salesroom, the mo- 
notony of display case line to the 
human eye, so often evident in retail 
hardware establishments, is lack- 
ing. Any possible monotony is re- 
lieved by mahogany upright or glass 
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upright cases and cabinets, some of 
them exceedingly ingenious in de- 
tail. Every inch of available wall 
space is devoted to wall cases con- 
taining hundreds of drawers, most 
of them 2 ft. deep, in which is kept 
in normal times one of the largest 
and most complete retail hardware 
stocks in the country. 

The replacement value of the 
store equipment to-day is very large. 
For instance, the replacement value 
of the drill case alone is $2500, 
while that of the glass display cases 
without accessories is at least $180, 
and of their inside fittings, $325 
each case. 

A large majority of the plate glass 
display cases are fitted with ten 
mahogany panels having nickeled 
tea-table handles. Some of the 
panels have green plush coverings 
for the purpose of better setting off 
polished articles of hardware. The 
panels can be lifted out of place 
for closer inspection of goods dis- 
played thereon. 

But not all the equipment is so 


elaborate. It includes many simple 
inexpensive things that can be 
adopted by other dealers, who are 
making a conscientious effort to 
please the customer. In the tool 
department, for instance, on the left 
of the main door, is a saw case, 
unique inasmuch as it carries more 
stock than the ordinary kind, and 
can be built for comparatively little 
money. 

Instead of slitting wood racks, 
wooden pins are set in. These pins 
are placed very close together and 
will not break off like a slitted wood 
rack does. The case will hold ap- 
proximately 200 saws, whereas one 
of equal size with slitted wood racks 
will hold little more than two-thirds 
that number. The wooden handle 
of each saw is plainly priced with 
pencil, so that the figures can easily 
be erased when the article is pur- 
chased. Each row of saws in the 
case is indexed with a card at one 
end, the make, price, etc., being 
visible at one glance by the sales- 
man. 
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Adjacent to the saw case is a 
wrench display case, wing type. 
Everything displayed on the wings 
is plainly marked. If you are in- 
terested in these wrenches, against 
each, one will find all the informa- 
tion desired down to the size of the 
actual opening of the jaws, neatly 
printed on cards. The customer 
having this information does not 
take as much of the clerk’s time as 
he otherwise might. 

In fact, the company is a strong 
advocate of the tag system, but not 
necessarily the price tag system. Its 
system of goods tags, all numbered 
on displayed articles and those in 
stock, quickly guides the salesman 
in his search for merchandise. That 
is, the management believes in help- 
ing the salesmen as weil as the cus- 
tomer, for in doing so better service 
is rendered the latter and the store 
as a whole is more efficient. 

Working to this end, the manage- 
ment uses the following system of 
tabulating and pricing goods in its 
countless wall case drawers. 
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Looking across the main floor of the Belcher & Loomis Hardware Co. store. 


are kept behind plate glass counters 


Stocks of goods displayed in cases 
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On the front, a card giving the 
contents of the drawer, is slotted 
into a metal receptacle. On the side 
of the drawer is a mortised circle 


= 





into which is pressed a card giving 
the price or prices and sizes of the 
contents of the drawer. These prices 
are not visible except when the 
drawer is open. The company se- 
cured this suggestion from a Boston 
house dealing in tools and general 
hardware, but improved upon the 
mortised circle. 

The salesman, if he is uncertain 
regarding a price, does not have to 
hunt all over the store for a price 
list misplaced by somebody. By 
pulling out the drawer and consult- 
ing the card he can tell instantly 
the price and size of the article the 
customer wants, thereby giving 
quick service. 


Sticking on the Job 


It has been stated that one of the 
ambitions of employees and man- 
agement is to see that every one 
sticks on the job. It works out this 
way. In the main retail store usu- 
ally can be found a floor man, well 
versed in the art of hardware mer- 
chandising, who is responsible to 
the management for all salesmen 
being on the job. There are twenty- 
one salesmen in the main store; four 
in the electrical department; four 
in the paint department; six in the 
automobile accessories; two in the 
boat; and three in the nail; a total 
of forty. 

At the rear of the center counters 
is a “page” desk, a small desk ar- 


rangement raised sufficiently from 
the floor to give the floor man’s 
page full view of the men at the 
counters. If a salesman is wanted 
on the phone, connection is made 
through the page’s desk, and by 
looking about the store the party 
on the wire is told if the salesman 
desired is in or out, which elimi- 
nates all unnecessary aggravating 
waiting by customers. The alert- 
ness on the part of the floor man 
and his page in seeing that cus- 
tomers find the goods or salesman 
desired has been absorbed by all 
employees, and one can find what or 
who he wants in this Belcher & 
Loomis store in less time than it 
takes to tell about it. 

To preserve a constant supply of 
salesmen to wait on trade during 
the middle of the day, the manage- 
ment offers single men employees 
the opportunity to reduce their mid- 
day rest period one half and devote 
the other half to work at so much 
per hour. The men are anxious to 
do this, and have, in fact, requested 
that their rest period be further 
reduced so that more time can be 
devoted to customers. Mr. Brayton 
and other officials, however, insist 
on the men having a certain amount 
of relaxation during the middle of 
the day. They also believe that the 
married salesmen should go home 
to lunch each day and therefore 
they are not allowed the opportunity 
to earn the extra money. The denial 
of this privilege is made up to them 
in other ways. 

But efficient as the store is, the 
company has keen competition and 
it is because of this fact that the 
management is constantly endeavor- 
ing to improve its service. 

The citizens of Providence are 
justly proud of the Belcher & 
Loomis Hardware Store. 


Winchester Clubs Hold National Convention 


The National Association of Win- 
chester Clubs held its first annual con- 
vention, June 28 to July 1, inclusive, 
at Woolsey Hall, New Haven, Conn. 
The convention was well attended, 
there being approximately 1000 retail 
dealers present, and a very compre- 
hensive program was carried out in 
detail. 

In the opening session John FE. Ot- 
terson, president of the Winchester 
Repeating Arms Co., addressed the del- 
egates, outlining the plans and _poli- 
cies of the company. In the talks 
Which followed it developed that there 
are about 3000 Winchester dealers at 
present, the ultimate number under the 
plan being 7000 dealers. 


eneral meetings were held daily 





in Woolsey Hall, the balance of the 
time being given over to class room 
lectures and tours of the factory. 
The entertainment features were well 
handled and included boat trips, base- 
ball games, trap and rifle shooting and 


theatre parties. The ladies were en- 
tertained at teas, musicales, recitals 
and automobile tours. 


On the closing day of the convention 
the dealers were tendered a banquet, 
ot which time the diners listened to ad- 
dresses by President Hadley of Yale, 
Louis K. Liggett, President of the 
United Drug Co., and President Otter- 
son of the Winchester Repeating Arms 
Co. F. A. Mayeumber acted as toast- 
master. 

The election of officers was held on 
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the second day of the convention. Chas. 
T. Woodward, Carlinville, Ill., former 
president of the National Retail Hard- 


ware Association, being unanimously 
chosen President of the National As- 
ociation of Winchester Clubs. The 


other officers are: J. M. Campbell, 
Bowling Green, Mo., first vice-presi- 
dent; A. J. Osborne, Holyoke, Mass., 
second vice-president; C. E. Davison, 
Ilouma, Iowa, third vice-president; W. 
R. Sloan, Logan, Utah, treasurer, and 
W. J. C. Stockley, New Haven, Conn., 
secretary. One member from each of 
the Winchester Clubs was elected to 
a place on the board of governors. 

A woman’s auxiliary was formed, 
and Mrs. J. H. Tilton, Cariisle, Ky., 
was elected its first president. 


Successful Paint Meetings Held 


During the last two weeks of June 
over one thousand paint and varnish 
salesmen attended “Save the Surface” 
meetings held in Philadelphia, New 
York, Boston, Buffalo, Cleveland and 
Chicago, under the auspices of the 
Paint, Oil and Varnish Clubs of these 
cities. As a result of these meetings 
many salesmen have come to the con- 
clusion that the “Save the Surface” 
campaign means a whole lot more to 
them than they ever before supposed. 

At each meeting the following phases 
of the Campaizn were formally pre- 
sented: 

The “Save the Surface” Campaign— 
What it is, and the why and where- 
fore of it; the “Save the Surface” 
Campaign as a selling proposition for 
salesmen; the effect of the “Save the 
Surface” Campaign on the finishing of 
manufactured articles; what the “Save 
the Surface” Campaign means to the 
trade and how they can capitalize it. 

I'ollowing each the salesmen them- 
selves participated in a general discus- 
sion of the situation. 

At all of these meetings the concen- 
sus of opinion as expressed by the 
salesmen themselves during the discus- 
sion was. that the paint and varnish in 
dustry cannot go ahead as it should 
until every master painter and every 
dealer in the country is thoroughly alive 
to the opportunities’ for bigger busi- 
which are being opened up in 
every community as a result of the na- 
tion-wide education of the public to a 
vreater use of paint and_ varnish 
products. 

It was also generally accepted that 
upon the paint and varnish salesman 
lies the responsibility for pointing out 
to the painters and dealers just how 
they can go about the job of cashing 
in on the new markets which are be- 
ing’ opened up as a result of this 
greater education concerning paint. 


ness 


Frank J. Fahey, vice-president and 
treasurer, Gillette Safety Razor Co., 
South Boston, sails July 15 on the Im- 
perator, to visit the company’s branches 
at London, Paris, Copenhagen, Madrid, 
Milan, Brussels and Amsterdam. 








Window Displays That Fit the Seasons 


Timely ‘Trims That Sell Goods Almost on Sight—The 
Summer Season Is the Best for This Type of Display 
—How the People’s Hardware Co., Gary, Ind., Won Out 


of the retail merchant centers 

on the most available mer- 
chandise, or that which lends itself 
most readily to a hurried trim. 
Often the question of season does 
not come up for consideration, ex- 
cept in a very general way. 

As a matter of fact, season has 
a very decided bearing on the sell- 
ing value of a merchandise display. 
It seems to couple up the time and 
place with the goods and doubles 
the appeal. 

Summer is the natural season for 
the types of sporting goods adapted 
to the out-of-door use, and this fact 
should be utilized to the utmost dur- 
ing the months of July, August and 
September—the vacation months. 
Sporting goods windows during 
these months should fairly radiate 
the vacation spirit, backing up the 
natural call of the great out doors. 


Ter often the window display 


A Window that Stirs the Fisherman 


to Action 


Ray H. Poore, display manager 
for the People’s Hardware Co., 
Gary, Ind., is a firm believer in the 
selling power of the seasonable win- 
dow trim. He acknowledges that this 
type of display sometimes costs more 
to install than the ordinary trim, 
but it can also stay longer in the 
window with good results. 


A recent fishing and camping win- 
dow in this big Gary store was di- 
rectly responsible for a heavy in- 
crease in sale of fishing and camp- 
ing equipment. The window as a 
whole represented a typical vaca- 
tion camp. Branches of trees and 
imitation rocks formed a natural 
background. The floor of the win- 
dow represented the ground along a 
small trout stream, a point of a birch 
bark canoe protruding into the 
imitation stream from the rushes in 
the background. In the opposite 
corner is a small tent, with sides 
rolled up to show the interior. Two 
cut-out figures are used, one repre- 
senting a vacationist landing a 
trout, the other showing his com- 
rade preparing the evening meal 
over a camp fire. The various 
articles of merchandise adapted to 
a camping trip are all shown in the 
trim in natural positions in such a 
manner as to put the strongest kind 
of suggestive sales help behind 
them. This idea can be used to ex- 
cellent advantage by dealers. 

No red-blooded follower of Izaac 
Walton can gaze on this window 
without feeling an almost uncon- 
trollable desire to get out in the 
open with rod and reel. It is a high 
class type of the truly seasonable 
sales window, in which there is 
plenty of art and yet the selling 
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angle is not sacrificed to beauty of 
arrangement. 


An Out-of-the-Ordinary Tennis 
Window 

Another  seasonable _ sporting 
goods window by Mr. Poore recently 
won the first prize in a contest con- 
ducted by a sporting goods journal. 
It is rather out of the ordinary, yet 
it brought real results. This win- 
dow was installed to call attention 
to the National Tennis Week. 

The main interest in this window 


centers on the two cut-outs of ten- 


nis players. These figures were 
constructed by Mr. Poore from 
beaver board and were held upright 
by L braces. Each figure held an 
actual tennis racquet in its hand 
and the ball is suspended from the 
ceiling on No. 32 bright spool wire. 

The floor of the window is covered 
with green oatmeal paper on which 
strips of tennis tape are placed to 
represent the lines of the court. The 
net is placed in regular form and 
various tennis accessories are al- 
ranged about the court. 

The lower background ,is_ of 
beaver board, tinted varying shades 
of green to represent hills, with the 
club house in the distance. Several 
other players are seen on the wind- 








ing path leading from this club © 


house, the ones near the bill board 
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One of Poore’s prize winning windows at People’s Hardware Co., Gary, Ind> 
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having been cut from a magazine. 

The upper background shows the 
sun setting behind the hills, the 
effect being obtained in the follow- 
ing manner: White crépe paper is 
used for the sky and a flame colored 
disk for the sun, from which radiate 
stremaers of red and blue crépe 
paper, representing the rays of 
light. 

Apple blossoms and sweet peas 
were added to the trim as an extra 
touch of nature. 

While all the merchandise used in 
the game is shown in this remark- 
able display, yet the window gives 
no impression of being crowded. 


Seattle Display Draws Trade of Sum- 
mer Campers 


Out on the Pacific Coast where 
nature seems to have made special 
efforts to allure the sportsman and 


Campers have to stop and look this window over. 


vacationist, there is unusual oppor- 
tunity to utilize seasonable displays 
of those items which appeal to the 
-amper. 

The Ernst Hardware Company, 
Seattle, Wash., never passes up an 
opportunity to boost its wares with 
the seasons. A recent window full 
of appeal to the camper, particu- 
larly the automobile camper, illus- 
trates the attractiveness and sell- 
ing power of well displayed mer- 
chandise at the proper season. The 
trim represents a complete camp 
of the better type. At one side there 
is a combination tent bed ready for 
occupancy. In front is an imitation 
‘amp full with camp grid and cook- 
ing utensils. A folding table, set 
for a meal, is in the foreground, 
with folding camp chairs in proper 
position. A small gasoline burning 
stove is also shown in action beyond 


It was a big hit in Gary 


the table. On the floor of the win- 
dow are shown a few articles of fish- 
ing equipment, including fly hooks, 
reels, bait, etc. A fly rod is seen 
leaning against the tent, with its 
accompanying fish basket. A camp 
axe, hunting knife, gun, revolver 
and flashlight also appear as though 
placed in readiness for use. This 
window had a very noticeable effect 
in increasing Ernst’s summer sales. 

The problem of selling summer 
merchandise is a real one. People 
are more or less inclined to be slug- 
gish in warm weather. It is one sea- 
son above all others when it takes 
planning and work to sell goods. It 
is also well to remember that the 
season is comparatively short and 
that goods not sold promptly must 
be carried over. Work with all the 
seasons but put extra pep into your 
summer efforts. 
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A remarkable window used recently by the Ernst. Hardware Co., Seattle, Wash. 








How Women Buy 
Household Goods 


What the Hardwareman Has to 
Learn to Get Woman’ 


—The Methods Used 


Burger Store. on Staten Island 
o) 9 


7 €E have never been very favor- 
W ably impressed with stores 

that hung galvanized pails 
and oil cans from the ceiling. We 
never could give any specific reason 
for our objection to this method of 


display. We have always imagined 
that it indicated a lack of some- 
thing, perhaps a lack of artistic 


finesse on the part of the dealer who 
displayed his pails in that way. It 
is highly possible that store ar- 
rangement is after all a matter of 
personal taste, which is indefinable, 
and for the most part a matter that 
cannot be discussed without bias. 
Personal taste and partialities of all 
kinds very often have their founda- 
tion on the most distressing of all 


the fungus obstacles known to 
nature. Prejudice does more to pre- 
vent the development of human 


thought than any other thing. Prej- 
udice is the most noxious and 
tyrannical of all the faults to which 
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The kitchen cabinets and aluminum ware are both big sellers 


the mind is subject, and also a most 
common ailment. 

tecently we visited a store that 
had a startling display of galvanized 
pails and oil cans hung from the 
ceiling. Our prejudice melted away 
before the reflected light and un- 
usual impressiveness of that display. 
We were galvanized, so to speak, by 
the hanging pails and cans. 
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Here is the table women patronize at Burger’s 


76 


The store we refer to is that of 
Frederick Burger & Son, Port Rich- 
mond, Staten Island. Staten Island 
is a little spot of green that nature 
placed in the bay of New York five 
miles southwest of the great me- 
tropolis. It was once inhabited by 
Indians and early Dutch settlers. 
There is some iron ore on Staten 
island, but the principal product is 
people who are fond of home life. 
It occupies somewhat the same posi- 
tion to New York City, if one is to 
believe some of its residents, that 
Ireland does to England. 

On Staten Island, in the incor- 
porated village of Port Richmond, 
is the Burger hardware $store, 
crammed full to overflowing with 
houseware and hardware. One 
could not pass it by unknowingly. 
It has the largest wooden sign with 
the word Hardware painted upon it 
that it has ever been our pleasure 
to see. 

As we mentioned before, the thing 
that startled us most when we 
visited the Burger store was the 
astonishing display of galvanized 
pails suspended from the ceiling. 
The windows of the store are large 
and open to the sunlight, which 
floods in to be caught and reflected 
by the hanging pails into every odd 
nook and corner of the store. The 
arrangement also gives the effect of 
spaciousness. On _ well ordered 
shelves and counters are all kinds 
of cooking utensils, china ware, cut 
glass, aluminum, and all of the hun- 
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July 22, 1920 
dred and odd things that are needed 
or desired by the modern housewife. 

One of the most noteworthy and 
noticeable features about the Bur- 
ger store is the immaculate cleanli- 
ness everywhere. The floors are 
spotless and dustless. The shelves, 
and all that they contain, are scru- 
pulously clean and tidy. All the 
fine tools are behind glass. Articles 
of merchandise are dusted daily and 
the results shine forth for all the 
world to see. 

Of course, most of the customers 
that Burger has are women. He 
caters more to the woman trade, al- 
though this does not mean that he 
has only a few men customers. On 
the contrary, a good many me- 
chanics and painters patronize the 
3urger store because they apparent- 
ly get full value for every dollar. 


The Women Problem 


3ut women as customers present 
a problem to any dealer. Women 
simply as women in their own divine 
right present a problem that no man 
nor any group of men has as yet 
even partially solved throughout the 
long centuries since the birth of the 
race. Women are like flowers, they 
must be cultivated. That is the gist 


‘ of the matter for dealers interested 


in developing the woman trade. 
There are of course various and 
sundry approved methods of cultiva- 
tion. But the only chance of suc- 
cess a dealer has is to study and 
cultivate each customer individu- 
ally. There are no set rules that 
can guide dealers in their dealings 
with women customers. The femi- 
nine mind is not in the same way nor 
to the same extent addicted to the 
mass instinct as is the masculine 
mind. Every single woman has her 
own individual caprice and fancy, 
while men on the average observe 
what other men do and go them- 
selves and do likewise. In other 
words, while there is such a thing, 
perhaps, as the average man, we 
venture to say, with qualifying 
timidity, that there is actually no 
such thing as an average woman. 
Women are essentially individual- 
ists. That is why they are so in- 
teresting and so perplexing to mere 
man who places party loyalty higher 
than his own instincts. 

So we are inclined to say from 
What we have seen and from what 
we have been told by dealers who 
serve the woman trade—and Burger 
ranks high on the list of dealers 
who have told us things—that the 
only safe and sound policy for a 
dealer to follow in handling women 
customers is to treat each one sep- 
arately, as circumstances require. 


Women clerks are valuable, we have 
been told, unless they are better 
looking or more charming than their 
customers. It has been said rather 
crudely, that a woman clerk that is 
homely is a valuable asset for the 
woman trade but a liability if you 
want to develop the men’s trade. So 
we have been led to believe, by that 
male instinct that fetters both our 
mind and soul, that a male clerk is 
on the whole much more adaptable 
and understandable. 


Things Women Desire 


3e that as it may, there are some 
things that all women like even as 
they all like pretty clothes. One of 
the’ most important of these is that 
they are fanatically intolerant of 
three things, namely, rust, dust and 
discoloration. Women are also more 
particular about prices than men. 
To tell a woman that an article is 
$1.98 has more of an appeal than all 
the talk in the world about the 
utility and virtues of the product. 
A special sale offers more tempta- 
tions to her than any difference in 
quality. Women are more impressed 
by the neatness and general appear- 
ance of a store and of the goods on 
display than they are by the in- 
trinsic quality of the goods in stock. 
Novelty and variety are attractive 
to some women, but as a rule they 
buy the so-called conservative or 
better known merchandise. There 
are of course exceptions to every 
rule, and as said before, no experi- 
ence covers all women. 
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A woman has got to convince her- 
self. Man may show her the way, 
but she has to settle the point in her 
own mind before deciding. For that 
reason it is necessary to take 
more time with a woman customer 
than it is with a man. Men for the 
most part are open to reason on 
many subjects, women must be in 
the mood and sense things instinct- 
ively. 

All these things may drive some 


dealers away from any desire to 
have a large woman’s trade. For 
others it will be an incentive. The 


hardware dealer that strives for 
the women’s trade, who intelligently 
cultivates women as_ customers, 
must keep his store, his person and 
his policies clean, agreeable and 
progressive. The fact that Frank 
G. Burger is continually trying to 
devise new means and methods, new 
arrangements and better service 
speaks volumes about his own intel- 
ligence and about the kind of busi- 
ness that he is doing on that little 
Island of Homes in the Bay of New 
York. 

Thomas H. G. Peirce, who recently 
resigned as master mechanic, Eaton, 
Crane & Pike plant, Pittsfield, Mass., 
is to be factory manager, Erie Bolt & 
Nut Co., Erie, Pa. 

The Carpenter-Morton Co., 
paints, is building an addition and mak- 
ing some alterations to its Everett, 
Mass., plant. 

The Boston Varnish Co., Everett, 
Mass., is building an $80,000 addition to 
its plant. 
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Everything at Burger’s is kept spotless 





Getting a Notice in the Newspaper 


The Value of Having the Name of Your Store Appear in 
—What the Bunting Hardware Co. Did 


the Daily Paper 


F there is any hardware mer- 
| chant in the country to-day who 

doubts the value of newspaper 
let him go over the 
money which is spent 
every year by any of the big city 
department stores. John Wana- 
maker, one of America’s best news- 
paper advertisers and recognized as 
a merchant whose methods spell 


advertising 
amount of 


< 27, 1920 





the standards that are set by this 
clever, 
up-to-the-minute merchandising. 
the advertising de- 
partment was under the manage- 
Mabel Hennessey, and at 
the present time it is supervised by 


hardware store for clean, 
Until recently 
ment of 


Lucille MacNaughton. 
Miss MacNaughton recently 
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progress, once said that advertis- 
ing was no game for a quitter and 
went on to explain that if a mer- 
chant started to advertise and then 
got cold feet that he was throwing 
his money away. 

An excellent example of a hard- 
ware store that knows and realizes 
the full value of advertising is the 
Bunting Hardware Co., of Kansas 
City, Mo. In all the broad land there 
are few stores that measure up to 
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Bunting Hardware company, 








What do you suppose a notice like this 

in the Sunday edition of a newspaper 

would mean for your store? .The Bunt- 

ing Hardware Co., Kansas City, Mo., 

got great results from it with very 
little cost 


of Kansas City’s biggest newspapers 
the most valuable kind of advertis- 
“press 
The value of getting the 
name of the Bunting Hardware Co. 
or any other company in the news 
section of the paper is very great. 
In the first place it is usually free or 
dependent upon the amount of space 
that is used and in the second place 
it is read by those very people that 
you are trying to reach through the 


ing, which is known as a 


notice.” 
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se- 
cured in the Sunday edition of one 


paid advertisement. It is also a re- 
minder that the ad probably is 
worth reading and thus actual 
added value is given to the display 
ad which appears. Explaining the 
notice Miss MacNaughton said: 

“Mr. Bunting and a party of 
friends were at Electric Park and 
saw these quite good looking girls 
from the Follies, who are putting on 
a summer Revue during this season, 
They wore some good looking bath- 
ing suits and were attractively 
garbed, but the suits they wore did 
not have the class, distinction or 
the unusual colors and designs that 
the suits in our store have, so Mr. 
Bunting laughingly turned to a 
friend and made the remark, “Well, 
I’d like to see those young women 
in some of the Bunting Hardware 
Bathing suits. I bet they’d make 
Kansas ,City set up and_ look 
around.” 

“The friend, a newspaper man, 
said, “Bunting, you’re on; provide 
the suits and make arrangements 
with the girls to pose and I'll see 
that our official photographer makes 
the picture.” The result was that 
the Follies girls landed at the office 
of the Kansas City Post the follow- 
ing afternoon, where they really 
made a picture in our bathing suits 
and were duly photographed. 

One of the feature story writers 
of the Post, at the suggestion of Mr. 
Bunting, recognized the fact that it 
would make a snappy story, and 
there you are. We were pleased 
with the publicity, of course, and 
—well, we had to put an extra man 
on in the sporting goods depart- 
ment all the week following, for 
our suits sold so fast that we could 
not keep in the proper sizes.” 


How to Get a Notice in the Paper 


And here is a hint to those mer- 
chants who are seeking publicity 
in the news columns through edit- 
crs. Remember they are the busiest 
men in your city. They are getting 
out a paper a day and have not the 
time to re-write your copy, cutting 
out the superlatives and the very 
obvious advertising lines. They are 
also apt to be just a trifle impatient 
and at times “cranky” or at least 
appear to be in that mood. De- 
mands for publicity will get you 
nothing in a newspaper office, 
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whereas a well written article con- 
fined to the actual news with no 
prices mentioned, no high sounding 
adjectives and mention of the name 
of the store not more than three 
times in the entire story will pro- 
duce the desired result. And here 
is another most important item. 
The owner of the store should take 
the article to the editor himself. 
Sending the office boy or trying to 
get publicity by telephone is time 
thrown away. If the owner himself 
calls the editor will give him atten- 
tion, and if the article is as it 
should be the editor’s attention is 
all that is needed. 

Another fundamental which Miss 
MacNaughton follows in advertis- 
ing is the combination of seasonable 
goods in all ads. Lawn mowers, 
garden seeds and tools, poultry net- 
ting and window screening are com- 
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Every ad is a combina- 
tion of seasonable ar- 9 
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Got a Bite? 


You cannot help but get a 
bite if you use attractive bait 
and the right tackle. 

Buntings carry the finest 
and most complete fishing 
in the city 
Live Minnows $1.50 per 100 
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ing n@ machine is equal to the 
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Tt is self sharpening. The 
blades are made of crucible 
steel, hardened and tempered 
in oil, and the machme will 
last a life time. 

Cuiting the lawn is a pleas- 
are as the machine is so easy 
ranning. 
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Laws Hose 


Serio Molded Hose. ......- 
apped tHese, per ft. .16c « fob Molded Hose 
Mose camplete with couplings and 
Hose Reels, $4.00 to $5.00 









See a Cool Plunge 


You will enjoy the water a groat deal 
more if you are wearing a a(tractive 
bathing suit. It will add 50 per cent 
to your pleasure, 

Our Suita are most attractive the 


newest designs and styles and [i a qe 
ity. We can also fit you out with bath 
ing socks and caps. 


Cooling Breezes 

Enjoy life with an Flectric Fan. 
An S-inch, 3-speed Universal moter 
complete with cord and plug, 


$11. 00 
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aS Rigs se 2-Ax6-3 2275 up 


2-1036-10$3.25 up 
Se $9.50 up (G2 


42-inch . $3.75 
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summer in all of the 6.35 colors. ; 
advertising copy Vacuum 
$6.5 Bottles 
bined, while fishing 36.95 S2Re 
tackle, electric fans, ‘633° Rear a 






bathing suits, ice cream ‘638 
freezers and vacuum 
bottles are combined in ' 
another ad. 

Every theater in the 
country realizes the 
value of press notices 
and pay extra advertis- 
ing rates accordingly. 
You and your store can 
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get better and more 
valuable notices and ' 
pay the regular inch 


rate if the idea is worked out right. 
It is certainly worth a try anyway, 


as there is hardly any expense at- 
tached to it and the come-back is 
terrific. The late summer when 


business is not as brisk as usual is 
an excellent time to put the publicity 
campaign into operation. Your ad- 








vertising man has more time than 
at other seasons, the newspapers 
have more space and you need the 
additional business to be gained. 
Take Mr. Bunting’s stunt as an 
example and inspiration and go 
after the right kind of publicity. It 
is not hard to get if you go after it. 
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Using Display Space to Good Advantage 
How the Window Space Can Be Wasted by Making It a 
Junk Shop and Dumping Ground for Your Merchandise 


that “the big idea” is the 
thing. After it is found the 
office boy can write the copy. 

And those experts add emphatic- 
ally, “see to it that you don’t confuse 
your ideas and mix your purposes.” 

Simplicity is the charm of effec- 
tive window and store displays. 
Confusion is the unwanted result of 
using a jumble of things and ideas 
in window decorating. 

Too frequently the window trim- 
mer goes no further with his plan 
for a new trim than to think, “well, 
I must change the north window.” 
And he assembles some things— 
many things—that were not in the 
previous window, puts them to- 
gether and calls the task done. 

That’s a dangerous method. 

Constructive, careful, definite 
planning ought to precede execu- 
tion. He should make the window 
say something. He should cause it 
to convey a message. 

Again calling on our advertising 
friends for advice we find them well 
agreed that “Advertising (and that 
includes windows or interior dis- 
plays) is calculated to make a clear- 
cut mental impression.” Now, how, 
please tell, how can we make a 
clear-cut impression by simply put- 
ting a lot of merchandise in a win- 
dow? Should there not be a general 
idea back of the window and should 
it not be confined to carrying out 
that idea? 


The Old Time Ad 


In the olden days Hardware store 
advertisements used to read some- 
thing like this: 

JOHN JONES & CO. 
HARDWARE STORE 


Stoves, Furnaces, Garden Tools, 
Cutlery, Ice Cream Freezers, Tools, 
Locksets, Paints, Varnishes, Axes, 
Hatchets, Files, Screen Doors, 
Enameled Ware, Mops, Brooms, 
Gas Plates, Hammocks, Hose, Fire 
Extinguishers, Keys Fitted, Lawn 
Mowers Sharpened. 
Best of Everything. 

Trial 


We are past that stage, glory be! 
Such an advertisement would be 
considered a. joke to-day. It is so 
full of everything that it is filled 
with nothing. It registers no clear- 
cut mental impressions. It fails to 
hit hard because it hits no one 


. DVERTISING experts tell us 


Give Us a 


thing. There is no idea back of it. 

But we haven’t fully outgrown the 
jumbled window. A very prosper- 
ous big city store offends in this 
regard as well as our cross-roads 
stores. Everything from safety 
razor blades to furnaces can be 
found in windows. So they fre- 
quently look more like dumping 
grounds than an orderly assembly 
of goods properly grouped under 
one head. 

Now it is not necessary to confine 
a window to a few pieces to make it 
effective. But it is important to 
limit it to one class of goods. Your 
idea may be “Aids for a Cool 
Kitchen” and you may show fireless 
cookers, electric fans, an electric 
iron and many things that will aid 
the housewife to work in comfort. 
Or your idea may be “Vacation 
Days” and your window may bristle 
with hammocks, kodaks, lunch sets, 
vacuum bottles, etc., etc. But why 
try to put over the kitchen idea, the 
garden and a stove display in one 
foul stroke? It can’t be done. 

Interior displays are department- 
ized. You don’t exhibit silverware 
in the stove department and you are 
certain not to find razor strops in 
with haying tools, but in our win- 
dows we may have a dozen depart- 
ments hopelessly thrown in_ to- 
gether, each bidding feebly for at- 
tention and none of them getting 
any at all. 

One will get farther walking one 
pathway than he will in taking all 
the byways. A single purpose, a 
definite goal are requisite for arriv- 
ing anywhere. 


Using the Windows Right 


The large department store does 
not have many windows just for 
number’s sake but that it may repre- 
sent many departments by individu- 
al displays. The smaller store may 
be limited but it can make intelli- 
gent use of the space it has by con- 
fining the trims to one idea or one 
class of goods. 

Simplicity is strength in itself. 
The man who is interested in stoves 
will be brought nearer the cash 
register by an exclusive stove dis- 
play than he will if the window has 
a stove in one corner and is filled in 
with garden tools, paints, builders 
hardware, ice cream freezers, razor 
strops, silverware, etc. 
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It is true, of course, that you have 
so many goods to show that you 
want to give them all representa- 
tion, but isn’t it better to accomplish 
this aim by frequent changes rather 
than a jumble of many things, each 
obscuring the other? 

Who will gainsay the statement 
that proper thought beforehand will 
make a better window? Striving 
for the idea is the best time invest- 
ment the window display man can 
make. Windows are the wires over 
which your store speaks a definite 
message to the prospect’s brain, 
Unless you have something to say 
why simply shoot words over that 
wire? For they will get, at best, 
scanty attention. 

Every merchant has working for 
him his display windows, his daily 
newspaper advertisements, his cir- 
culars and his interior store dis- 
plays. They play a big part in the 
success or failure of the business 
and deserve as much attention as 
the actual handing over the counter 
of goods. The newspapers and cir- 
culars get people acquainted with 
your store, the windows give them 
an idea of its character and the 
interior displays are the last invita- 
tion before the actual contact with 
the salesmen. First appearances are 
always lasting and a poorly utilized 
ad, window trim or store space will 
impress the new customer adversely 
and to a greater degree than the 
well kept store. 

It takes a little intelligence, quite 
a little work, much care and a con- 
tinual raking of the brain for new 
ideas to keep the ads, windows and 
interiots attractive but the rewards 
reaped are well worth every ounce 
of effort that is put forth.. A dil- 
ligent study of good ads and dis- 
plays and modeling after them will 
make a good start toward good 
work. Hardware Age is publishing 
every week many pictures of good 
windows displays and also in the 
department “Publicity of the Re- 
tailer” excellent ideas may be gath- 
ered on advertisement writing. 

It’s a reasonably safe rule in writ- 
ing a display advertisement or ar- 
ranging an interior trim or a win- 
dow display to confine your effort 
to a central idea or to one particular 
line of goods. That’s the way to hit 
hard. And it’s hard hitting that 
counts. 





A glimpse at Foster & Stevens, Grand Rapids, Mich., silverware section. Plenty of cases are used so fancy, 
Sheffield, staple and other lines can be shown separately 











This striking display of paints is effective because of the novel flag design and the fact that it is limited to 
paints. Louis Ernst & Sons, Rochester, N. Y., received many compliments on this window 
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THE MAN BEHIND THE COUNTER SAYS: 


Courtesy Always Pays the Salesman 


T has been said, and it’s worth 

repeating about seven times a 

week, that the two biggest words in 
selling are “THANK YOY.” 

The man with the smile has ac- 
quired the first step in salesman- 
ship. 

Recenty, the Man Behind the 
Counter witnessed an incident that 
sadly violated the ‘‘welcome” spirit 
which ought to pervade every retail 
hardware store. 

A woman came into the store with 
a go-cart, in which was her three- 
year-old boy. The boy climbed out 
and the woman looked around for a 
nlace to put the sulky. She found 
what seemed to her a secluded and 
out-of-the-way spot and wheeled the 
little cart into that place, thinking 
it would be out of the way. 

A sour-visaged floorwalker 
watched her and when she got 
through walked over, jerked the 
sulky out into the aisle and wheeled 
it to another place. When she 
looked at him puzzled and embar- 
rassed he barked out—barked, not 
remarked: 

“Everyone would stumble over 
that if you left it there.” 

The customer proceeded to look 
at the article she was interested in, 
but finally said to the saleslady: “I 
have been so mortified and at the 
same time so angered I think I will 
be better suited if I buy some other 
day.” 

We do not want to point this out 
as a horrible example. We are not 
going to mark that very indiscreet 
floorwalker as a villain, nor are we 
going to say that the woman never 
returned to the store, but we do 
claim only what is apparent on the 
surface, the woman was decidedly 
displeased. 

And without cause or provocation. 
The floorwalker could have smiling- 
ly called attention to his having a 
better place to store the baby’s cart 
and asked if it would be satisfac- 
tory to move it. 

A few months later I visited that 
same store and another man was 
acting as floorwalker during the ab- 
sence of the fellow who had lost 
his smile. This person greeted 
every customer cordially; he asked 
those leaving the store if they had 
found what they wanted and in two 
or three instances sent folks back 
». for an article a green salesman told 
‘them the store did not have, new 

help being employed during the 
holiday-*rush. He had a “thank you” 


and “come again” for every person 
who left the store. 

There was a different atmosphere 
about the place created by the man 
who knew how to be truly cour- 
teous. Sales came easy and cus- 
tomers were cheered. 

A salesman can oil the hardest 
sale by greeting the customer with 
a smile. 

Thank you are mighty words. 


Thanks—the attitude of willing- 


ness to serve, of appreciation, of 
pleasure at the prospect of waiting 
upon the shopper. What a world 
of business is done because of the 
right application. of the thanks 
idea! 

You—the customer, the ultimate 
judge, the final court, the bread and 
butter, the bone and sinew, the 
backbone of any store. It is the 
customer that pays your salary. He 
is the person you are working for. 
Is there anything too good for him? 
Well, hardly! 

I recently visited the post office in 
a mid-western city and bought a 
few cents’ worth of stamps. The 
clerk thanked me. I was surprised. 
It simply isn’t done in most post 
offices. I went back the next day 
and bought some more and another 
clerk thanked me. 

Then I saw the postmaster and 
complimented him on having two 
pleasant clerks. 

“Two!” he said. ‘Well, we’ve got 
fifty of them. Every clerk and car- 
rier knows how to say thank you in 
this institution.” 

I pressed him for his history. He 
was a retail merchant and had left 
his son in charge of a successful 
store to take the government ap- 
pointment. “I started in as a poor 
boy and made a success in busi- 
ness,” he said. “There are several 
reasons, of course, but I won’t put 
any of them ahead of my policy of 
greeting a customer with a smile 
and thanking him whether he 
bought or not. The “thank you” 
idea made friends and money for 
me and I am everlastingly sure that 
it cannot be overrated.” 

When the boss says “John, get 
those kegs of nails piled up right 
away,” it rubs the fur in the oppo- 
site direction. When another boss 
says “John, will you please get after 
those nails as soon as you can,” you 
say “you bet” and go at the task 
with sunshine in your soul. When 
you assume an attitude of indiffer- 
ence toward a customer you are 
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rubbing the fur in the direction na- 
ture intended it should never be 
rubbed, and you are cutting out for 
yourself a much harder task than 
need be. 

Put the smile in your selling. 
Flavor it heavily with “thank you” 
and the job will be twice as pleas- 
ant and you will find yourself rapid- 
ly climbing in the estimation of the 
customer and in the esteem of the 
boss. 

Yours for courtesy, 


THE MAN BEHIND THE COUNTER. 


RECENT DEATHS 

Charles M. Hurst, president of the 
Morehouse, Wells & Co., Decatur, IIl., 
died recently. He entered the firm of 
which he was the head in 1879, and 
was made secretary and treasurer in 
1892. 

George C. Martin, for 31 years in the 
harness business in Watertown, N. Y., 
died recently, aged 48 years, following 
an attack of heart disease. He had 
been a resident of Watertown all his 
life, entering business at the age of 17. 
Mr. Martin was a member of several 
fraternal organizations, and is survived 
by a widow, two sons and one daughter. 


The Automatic Safety Tire Valve 
Corp., New York, have been elected to 
membership in the Automotive Equip- 
ment Association, and will be repre. 
sented at future conventions of this 
organization by Geo. H. Crossan, presi- 
dent, and S. X. Newman, vice-presi- 
dent. 

W. J. Long, a well-known citizen of 
Bessemer, Ala., died at his home, 1812 
Carolina Avenue, recently, following a 
short illness. He was president of the 
Long-Lewis Hardware Co., and actively 
interested in other business enterprises. 
He was born in Xenia, Ohio, and while 
a young man moved to Bessemer and 
engaged in the hardware business. He 
was in his sixtieth year, and is sur- 
vived by a widow and foltir children. 

Daniel Fesler, a former hardware 
merchant, died at his home in Musca- 
tine, Iowa, recently. He was 70 years 
old at the time of his death, and is 
survived by three daughters and three 
sons. 

J. M. McKarahan died at his home 
in Grinnell, Iowa, following a long ill- 
ness from heart disease, aged 64 years. 
He conducted a hardware business on 
Main Street for many years, but re- 
cently disposed of it owing to ill health. 


The Economy Mfg. Co., Bridgeport, 
Conn., recently organized, is estab- 
lished at 716 First Bridgeport National 
Bank building. The company has pur- 
chased a lot of land 100 x 100 ft. on 
Brewster Street, and has an option on 
another piece of land adjoining, where 
a new plant will be erected at some 
future date for the manufacture of 
spark plugs, tools and a newly pat- 
ented adjustable wrench. 
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Letters of a Sales Manager to His Men 


LXVIII 
Who Is At the Head? 


This is the sixty-cighth of a series of sales letters which, though intended primarily for 
traveling men, will be of interest to every member of the trade. They were written by 


the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of HArpware AcE, in which they will appear in succeeding issues 


through the year. 


WAS in one of the large financial institutions of this city a few days ago, and the officers were discuss- 





ing the advisability of buying some financial paper that was offered them. 
As the paper of a new firm was announced—the head-of the Bank asked, “Who is at the head?” 


He did not ask any questions about the kind of a business the firm, seeking credit, was engaged in: He 
did not look at the financial statement: All he wanted to know was, “Who is at the head?” and when the 
man’s name was announced, the president of the bank decided instantly whether he wanted to buy the 


paper or not. 


There has been a lot of labor-saving, man-eliminating machinery invented in the last hundred years, 





and there have been many people who have thought that the labor-saving, man-eliminating machines were 
the announcers of that period in the world’s history when man would be of secondary importance. 


But “little old man” is still‘on the job and will continue there as long as this old world goes round and 


round. 


While location has something to do with man’s success in any venture, the great, heavy factor that over- 


shadows all others is the man himself. 


Financiers do not hesitate to invest money in a business, if that business has the right man at the head, 
and no matter how rosy the outlook—no matter how great the opportunity—unless the man in charge has the 
ability to properly direct the affairs of the business—it will not succeed. 


In all the territory we cover with salesmen there is not a poor territory; the business opportunities are 
equal on each. 


There is plenty of money and plenty of people earning and spending it: Where there are people, there 





are wants of those people to be supplied. 


Some salesmen make the mistake of thinking that if they only had the other fellow’s territory, they 
would be world beaters. Nothing to it! 


The old excuse is the first sign, shown by a man who does not have it in him. 


If you want to measure your opportunities on your territory, don’t do it by studying what some other 





fellow has done on that territory: Study the territory—that’s where you will get your business. You won’t 


get it from some other salesman. 


Study the resources of your territory—its population—its wealth—number of towns and number of 
dealers—not that you sell: Oh, no! But the number of dealers who sell at retail the goods that you sell 


at wholesale. That will tell you what kind of paydirt you have ahead of you. 
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Show Card Writing for the Beginner 


By JOSEPH BERTRAM JOWITT 


HOW cards are divided into two 

classes, viz., the “temporary” 
card to be used for a day, then 
thrown away, and those which are 
designed for permanency. 

Show cards of a temporary nature 
must be “knocked out” at a few 
moments’ notice. With this thought 
in mind the writer has prepared the 
show cards in this article to show 
what can be accomplished in a few 
minutes’ time, with the round block 
Gothic type of letters. 

By comparison is shown the per- 
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manent card featuring Coes wrench- 
es. This card required 45 minutes to 
complete and is a much more fin- 
ished piece of workmanship. The 
small or descriptive lettering was 
done with a No. 38 pen. The 
large Egyptian letters were done 
with No. 10 brush. This-is the only 
card on which a pen was used for 
the small lettering. 

The actual time required to letter 
each card is written on the bottom 
of card; this does not include the 
shading of letters or the pasting on 
of the pictures. 

The reason this type of letters 
may be executed more rapidly than 
any other type is on account of the 
short stub stroke so easily done, 
which finishes the top, bottom and 
sides of each letter. One does not 


have to be so particular to start 
exactly on the top line, or bring the 
stroke of each part of letter ac- 


curately to the bottom line. The 
simplicity of this round block type 
makes it a general favorite with 
beginners, and when done in differ- 
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Cutouts from advertisements § and 
shaded letters make attractive show 
cards, and these three examples were 
all done in a remarkably short time. 
Of course, it is not to be supposed that 
a beginner can do any of them in the 
time that expert Jowitt did, but it sets 
a mark for him to work for. The one 
on the left was completed in fifteen 
minutes, while the one on the right 
was done in seventeen minutes 


ent colors and shaded presents a 
very commercial appearance. Un- 
fortunately the color schemes are 
not reproduced on the cards in this 
article. 


Catchy Headlines for Show Cards 


Just what to say on a show card 
is very often a puzzling proposition. 
The composition or reading matter 
should be short, snappy and to the 
point (on the order of a telegram). 
The general public will not stop to 
read a whole newspaper on a show 
card, nor a detailed description of 
any article of merchandise. When 
the story is a lengthy one it must be 
boiled down. 

Catchy headlines (particularly in 
colors) attract the attention and 
hold the eye, while on the other 
hand a card that is crowded with 
unnecessary description fails to 
carry its point. Don’t be afraid to 
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emulate and copy some data you 
have noticed on your neighbor’s dis- 
play cards, for his, no doubt, is a 
copy of some other fellow’s.. The 
individuality of your lettering will 
be ever present in your work, no 
matter whom or what you emulate, 

If the beginner will study the 
headings on the half-sheet cards 
shown here he will observe they 
were intended to excite the curi- 
osity. The heading “BE PREPARED 
FOR AN EMERGENCY” in connec- 
tion with the picture of the Reming. 
ton Automatic would attract the 
attention of almost anyone, and 
their natural curiosity would com- 
pel them to read further. 

The heading “Thirty-five per cent 


St? “Ti 

















HEADQUARTERS 


FOR 


CYCLONE 


“RED TAG” 


8 


|| FENCES 
00 D ee 

GATES 
Tue Rep Tac is 
Your GUARANTEE 


STAR aS 








4 

















17 Mimures VO Ler ren Serr counting PreTURE raxtTO ON 


NENG FOL OOS 











PLL OD 


reduction on your coal bills” would 
interest almost anybody but a “cliff- 
dweller” and that is one of the 
strongest points in connection with 
the pipeless furnace. 

You will notice the name John 
Smith & Co. and others on the bot- 
tom of cards. This idea of the firm’s 
name appearing at the bottom of 
show cards is considered good ad- 
vertising. 

How to Practice the Round Block 

Gothic 

The principal letters to concel- 
trate on in practising this type are 
A, B, C, D, E, G, M, N, O, S, T, and 
Y. They are the twelve key letters 
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of the alphabet. These will be found ~ 


on the cards shown here Get these 
and the rest are easy. 

In the lines of these twelve letters 
are the Right angle, Perpendicular 
and Horizontal strokes used in the 





f: 
eae 
Ry 
fe 
E 


ors 








4 








July 22, 1920 


formation of all the other twenty- 
six letters. 

It is not necessary for the begin- 
ner to confine his energy to the 
menotonous method of practising 
the alphabet from A to Z over and 
over, as he sometimes becomes dis- 
couraged with the progress he 
makes by so doing. But in writing 
words or a sentence his eye tells 
him when the letters are right or 
wrong. 

Suppose, for example, the beginner 
copy the wording and letters on the 
cards shown here, and for spacing 
and general layout copy the card 
featuring Coes wrench, observing 
the following instructions: First 
cut a piece of cardboard or paper 
14 x 22—fourteen inches at the top 
and twenty-two inches at the sides. 
That is the size these cards were 
before they were reduced for this 
article (known as half sheets). Next 
draw an upright line through the 
center with pencil. This center line 
will help divide the words equally 
so the card will be well balanced. 
In the word “Coes” the centre line 
would come between O and E, and 
between E and N in word wrench. 

Next draw the marginal line 
around card, about two inches from 
outside edge. This line is very im- 
portant and the beginner should 
keep well within this boundary. 

In height, allow two inches for 
the words “some record’ and 
“Coes wrench;” for other lettering 
allow 1% inch. 

In sketching out the letters just 
form a single line of the letter in 
lead pencil; this will help in spac- 
ing and prevent mistakes in spell- 
ing. 

If an error in spelling is made, or 
an ink spot should get on the card, 
if the Space is not too large the 





mistake may be erased in the follow- 
ing manner: 

First be sure the ink is thorough- 
ly dry, then with a very sharp point- 
ed penknife or, better still, an old 
safety razor blade, remove a little 
at a time, keeping above the surface 
of the card. Then rub smooth with 
art gum. 

Don’t forget, should you strike a 
snag, that the writer has the solu- 
tion all ready for you. He has 
helped many others and will be 
pleased to help you. 

This department is for the con- 
venience of those hardware men 
who wish to learn show card writ- 
ing. If you have a problem which 
you cannot solve just let us know 
and if possible it will be straight- 
ened out in a very short time. 
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Ten minutes to do this big card in; scrolls, shading, borders and all 
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Have New Building 


The Hyman Supply Co., Wilmington, 
N. C., is completing an extension to its 
three-story building on Front Street, 
with new offices, and new warehouse 
buildings, preparatory to putting in a 
jobbing stock of heavy and shelf hard- 
ware in addition to its already large 
stock of mill and machinery supplies. 
The company has been in the mill sup- 
ply and machinery business for a num- 
ber of years, and has five salesmen 
from its Wilmington house and covers 
practically all of eastern North Caro- 
lina and South Carolina territory, and 
will at an early date put on several 
more hardware salesmen. It will do 
strictly a jobbing business. 


Canadian Branch Office 


About Jan. 1, 1921, the 
Lamp Co., Witchita, Kan., expect to 
open a branch office and factory at 
Toronto, Canada, with H. H. Minard, 
formerly assistant factory superinten- 
dent, as factory superintendent. E. D. 
Ranck will be office manager of .the 
new branch. 

Mr. Minard and Mr. 
present in Toronto, supervising the 
construction work and making plans 
for the opening and conduct of business 
in the Canadian territory. 


Coleman 


Ranck are at 


Columbian’s New Catalog 

The Columbian Rope Co., Auburn, N. 
Y., has issued a new catalog that is 
more complete than any previous issue, 
and which they believe to be the most 
convenient catalog on cordage ever pub- 
lished. 

The rope and twine products of the 
company are grouped according to a 
new plan, which places, as far as is 
possible all products of a certain type 
in a section alone, regardless of the 
fibre from which they are made. A 
unique feature, of the new catalog is 
a section listing information that will 
aid a salesman in answering almost any 
question that a customer might ask. It 
covers rope and twine from the raw 
fibres to the finished product, and 
should find a hearty welcome from all 
dealers who handle cordage products. 

The Columbian Rope Co. offers to 


. send this new book, to any interested 


dealer who will send in his request. 


North & Judd Co. 


The plant of W. A. & T. Fitch Co., 
New Haven, Conn., light hardware, has 
been formally turned over to the North 
& Judd Co., New Britain, Conn., hard- 
ware. The company informally was 
absorbed last August. The North & 
Judd Co. financed the purchase through 
an issue of additional stock. It now 
has a valuable tidewater connection 
and can better compete for export busi- 
ness. Present plans call for consider- 
able expansion of the New Haven plant. 
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CTIVE and associate members of 

the Automobile Accessories Branch 
of the National Hardware Association 
have been notified that their third an- 
nual meeting and exhibition will con- 
vene Nov. 30, Dec. 1, 2 and 3, at the 
Coliseum, St. Louis, Mo. 

Both the business sessions and the 
exhibi’ion will be held in the Coliseum, 
which has ample accommodations. 
Each associate member will be allotted 
a booth for the display of such acces- 
sory products that would be of interest 
to those assembled. 





































ANY retail hardware stores in 

various parts of the country have 
balconies at the rear of the main sales 
rooms which are used to house stocks 
of housefurnishings, toys and similar 
lines. 

Most dealers, however, are content 
merely to arrange the goods on the 
balcony without any particular effort 
to call attention to the upstairs depart- 
ments. 

The Riverside Hardware Co., River- 
side, Cal., not only has a well stocked 
and well departmentized balcony sales- 
room, but calls attention to the fact in 
a unique and practical manner. 

At the top of the stairway leading to 
the balcony two pillars support an arch- 
like sign on which are the words House- 
furnishings Department. On the back 


Motor Accessories Branch of National Hard- 
ware Association Announces Annual Meeting 


Headquarters will be made at the 
Hotel Statler, but arrangements have 
been made for accommodations of dele- 
gates at the Planters’ Hotel, the Jeffer- 
son and Marquette also. A pamphlet 
giving rates and location of St. Louis 
hotels has been sent to all members. 
A copy of this sheet may undoubtedly 
be obtained from the association’s sec- 
retary and treasurer, °T. James Fern- 
ley, 505 Arch Street, Philadelphia, Pa. 

A diagram giving the arrangement 
of display space is now being prepared 
and will be distributed shortly. 


Uses Balcony Steps for Advertising 


of each stair step signs are painted to 
catch the eye of the customers on the 
main sales floor. Each step carries an 
advertisement for a single line of mer- 
chandise carried on the balcony. Re- 
frigerators, door mats, washing ma- 
chines, toys, vacuum cleaners, oil and 
gas ranges and similar lines are all 
plainly advertised on the _ individual 
steps. 

The stairway is in the center of the 
balcony facing the main aisle, and 
every customer who enters the store 
finds the balcony advertising looking 
him squarely in the face. 

This simple expedient has practically 


doubled the sales of housefurnishings 


and toys, and the balcony of the River- 
side Hardware Co. is one of the busiest 
sections of a busy store. 
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Dinner to Ludlow 

A complimentary and congratulatory 
dinner was tendered Matthias Ludlow 
by members of the North Jersey Hard- 
ware and Supply Dealers Association 
at the Newark Down Town Club, July 
9. The affair was a surprise and was 
planned in honor of Mr. Ludlow who 
had just returned from Buffalo, where 
he was elected president of the Na. 
tional Retail Hardware Association, 

Sidney J. Milligan acted as toast. 
master. Among the speakers at the 
dinner were: W. F. Rockwell, G. F, 
Ogden, G. W. Davis, Albert W. Banis- 
ter, Charles R. Wilcox, H. L. Imler, A, 
R. Weich. Mr. Ludlow, who is the first 
Newark man to attain high honor in 
the national association, responded by 
a short address. There were more 
than twenty-five hardware dealers from 
northern New Jersey present at the 
dinner. 

On his return to Newark from the 
Buffalo convention Mr. Ludlow found 
his office decorated with flowers, a 
tribute from the North Jersey Associa- 
tion. Local hardware men are elated 
over the honor bestowed on one of their 
members by the national body. 


A two-story building, to be an aiddi- 
tion to the plant of the Laundryette 
Mfg. Co., Cleveland, is now under con- 
struction. 

The new section will be of brick and 
reinforced concrete, with a basement 
under its entire length. 


BOSTON NOTES 

Harry W. Goddard, Worcester, 
Mass., president and treasurer, Spen- 
cer Wire Co., is on his way to Alaska, 
where he will spend three months in- 
specting mining properties near Mt. 
McKinley. The Wickwire-Spencer 
Steel Corp. announce that hereafter 
the Spencer Wire Co. plant will be 
known as the Goddard Works, in honor 
of Mr. Goddard. 

The Methodist Church, Athol, Mass., 
has deeded the land at the corner of 
Main and Crescent streets to the L. S$. 
Starrett Tool Co., on which a _ large 
office building is to be erected in the 
future. Mr. Starrett gave land and 
helped with funds the new Starrett 
Memorial Church. 

The Stanley Rule & Level Co., New 
Britain, Conn., is negotiating with 
George A. Wood, Southington, Conn., 
for the purchase of his small factory 
on Main Street. 

H. C. M. Thompson, American Hard- 
ware Corp., New Britain, Conn., who 
is in Europe, is expected back the lat- 
ter part of August. 

The new foundry building for P. & 
F. Corbin, New Britain, Conn., is about 
to be turned over by the contractors. 
It is located in the rear of the Park 
Street property near the old foundry 
with which the charging -floors aré 
connected by bridge. A spur track has 
been laid. 

The new addition to the plant of 
Landers, Frary & Clark, New Britail, 
Conn., is nearing completion. 
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BUSINESS BY-PRODUCTS 


ETAIL merchandising is now entering an 
era where success or failure depends largely 
upon the utilization of by-products. 


For some time it has been realized in trade 
circles that business is being called upon to face 
unusual and perplexing situations since the manu- 
facturing nations of Europe renounced their 
policies of carnage to resume the sober judgments 
of peace. Big business interests are acutely aware 
of the fact that much of their present inflated pros- 
perity is more the result of circumstances and con- 
ditions than of carefully matured plans. Provi- 
dence has been kind to American business, but even 
providence has its limitations. If the heavy 
revenues of the past few years are to continue, 
business interests must put themselves in position 
to deserve them. War time methods are rapidly 
becoming obsolete since Europe re-entered the 
marts of trade. 


The bigger interests are already at work on plans 
of industrial preparedness. The small merchant— 
the retailer—in many cases either fails to scent 
danger or is indifferent to aJl but the present. He 
seems content to drift with the current, leaving his 
future to work out its own salvation. 


True preparedness, like charity, should begin at 
home. The merchant who faces inevitable new 
conditions, should, in justice to himself, his busi- 
ness and his community, be fully prepared to meet 
those conditions in a most intelligent practical 
manner. 


He must, if he is to continue his prosperity, dis- 
pense with the wastes and leaks of his business and 
utilize his by-products to the utmost farthing. He 
must cultivate his resources to the extreme limit. 
He must make his store an economic necessity to 
the community which he serves. He must cut down 
his overhead and increase his efficiency. 


In the matter of utilizing by-products and elimin- 
ating waste the retail merchant is a novice. When 
the first freight carrying submarine docked at 
Baltimore prior to our entry into the World War, 
her cargo was made up of what Americans term 
waste. The thousands of dollars worth of dye 
stuffs in her hold were mere by-products of Ger- 
many’s coke and coal industry. Our merchants 
have paid millions for Europe’s_ re-habilitated 
garbage. Slag, which American manufacturers 
force upon unwilling railroads to be used as ballast, 
In Europe is utilized as raw material for the manu- 


facture of glass and artificial marble. Scraps of 


wood, destroyed at considerable expense by our 
mills, are in Germany worked up into the coarser 
Our history is one of prosperity 

Europe has prospered on the 


grades of paper. 
in spite of waste. 
by-product. 

Slowly our manufacturers are beginning to real- 
ize the values of former wastes. In the Chicago 
stock yards every part of the pig is utilized with 
the exception of the squeal. Big business is learn- 
ing and profiting. The retail merchant must do 
likewise if he is to continue an important factor in 
the chain of distribution. 

What are the Wastes of the Retail Store? 

Time, the most expensive item of a merchant’s 
stock, represents probably the greatest waste. Then 
comes wasted display space and wasted opportuni- 
ties for service; waste from lack of system; ineffi- 
cient collection methods; carelessness; slipshod de- 
livery service; shelf worn goods; poor salesman- 
ship; thoughtless buying and dozens of other costly 
wastes. Even high priced waste paper is often 
burned instead of being baled and sold. A large 
percentage of the merchant’s overhead is due to 
preventable waste. 

What are the By-products of Retail Waste? 

Increased business without increased cost ; better 
and cleaner stocks; increased service; attractive 
windows and display cases; well bought merchan- 
dise; courteous, efficient salesmen; practical sys- 
tems; adequate collections and tangible profits. 

Every retail employee ‘can be made to yield a 
valuable by-product, as can every department, 
every method, every carefully matured plan. More 
profits can be had with the expenditure of less 
actual money. . 


The waste problem is an individual one to be 
solved by individual methods. One fact is becom- 
ing more apparent to the thinking merchant every 
day: Overhead expense is too high. It is costing 
the retailer too much to sell his goods; too much 
to collect his accounts; too much to conduct his 
business. In short he is paying too highly for the 
privilege of being a merchant. The rope of profits 
in the coming years is bound to feel the strain. 
The only insurance of a successful future is the 
reduction of merchandising expense through the 
elimination of waste. This is not prophecy. It isa 
mere statement of fact. 

What is your individual record in the matter of 
mercantile by-products ? 
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Rail ‘Tangle Threatens Steel Industry 


Coal Priority Car Service Order Forces Mills to Store 
Products—F uel Situation Serious in East and Northwest 


Washington, July 19, 1920. 


HAT a shutdown of steel mills 

is threatened because of car 

shortage and consequent in- 
ability to move finished products 
was the burden of a story told the 
Interstate Commerce Commission at 
its hearing on the coal car service or- 
der during the past week by the rep- 
resentatives of more than a score of 
steel manufacturers. An optimistic 
prediction that the suspension of 
the industry would be averted and 
that there would be an improve- 
ment in the handling of the steel 
traffic was made, however, by Daniel 
Willard, president of the Baltimore 
& Ohio Railroad and chairman of 
the advisory committee of the Asso- 
ciation of Railway Executives. 

A most disquieting condition pre- 
vailing in the steel industry as the 
result of inadequate transportation 
facilities was described by J. F. 
Townsend, spokesman for the steel 
men. Mills are blocked with prod- 
ucts, many of them are closed, and 
unless immediate relief is afforded 
many others will be similarly affect- 
ed by the end of July, he said. 


Heavy Steel Tonnage Piled at Mills 


Not less than 28,300 cars would 
be required to move the 1,500,000 
tons of steel products which are 
now piled up at the mills awaiting 
shipment. There was nothing in 
sight, he said, upon which to base 
the hope that the situation would 


By W. L. CROUNSE 


improve and the fact that all avail- 
able space for storing steel has al- 
ready been utilized forced the con- 
clusion that nothing but the assign- 
ment of a large number of cars 
directly to the steel industry would 
remedy conditions. 

Taking a broad view of the car 
shortage, Mr. Townsend declared 
that the existing crisis, together 
with the country’s future needs, 
called for the addition of not less 
than 1,000,000 freight cars to the 
equipment of the railroads in the 
next five years. To acquire this 
equipment, he said, would involve 
an expense approximating $3,000,- 
000,000. 

The members of the Interstate 
Commerce Commission were greatly 
interested in Mr. Townsend’s fig- 
ures, particularly those relating to 
the accumulation of manufactured 
products now at the mills awaiting 
shipment. Details by districts were 
presented by this witness, showing 
almost half of the waiting tonnage 
to be in the Pittsburgh-Johnstown 
district, steel products being piled 
up inside the mills, in open yards, 
in warehouses, in sheds and on plat- 
forms. 


Co-operation of Railroads and Mills De- 
manded 

Because of his wide experience 

as a railroad executive, Mr. Wil- 

lard’s encouraging statement was 

received with close attention and 
evident satisfaction. 
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“Daily co-operation between the 
railroads and the mills in the as- 
signment of cars will be very help- 
ful,” said Mr. Willard. “In this 
manner all mills can be kept going, 
but I realize that some such sys- 
tem is necessary, for it is undoubt- 
edly true that all available space 
for storing steel is now exhausted. 

“T am confident, however, that 
there will be no shutdown of the 
industry. The situation, I feel sure, 
will not get any worse, and I think 
we can make it better.” 

That the railroads are not to 
blame for the present condition of 
their equipment, Mr. Willard de- 
clared with much emphasis. There 
is to-day a positive shortage of 
cars and other material due to war 
conditions which prevented the rail- 
roads from purchasing adequate 
quantities of rolling stock and other 
material and in many cases made 
it difficult to keep freight cars and 
engines in repair. At the present 
time, he said, it is impossible to 
procure cars or locomotives as rap- 
idly as they are needed, and he esti- 
mated that the necessary equipment 
of the roads for the next five year: 
will cost not less than $5,000,- 
000,000. 

Building Industry Also Menaced 

Mr. Willard -was examined at 
some length by the Commission con- 
cerning the outlook for the moving 
of building material and supplies 
needed for repair of highways and 
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maintenance and construction of 
essential road links. The veteran 
railroad man expressed the opinion 
that the shippers and the roads, 
acting through terminal committees 
already appointed to relieve con- 
gestion at the “gateways” of the 
nation, will be able to move build- 
ing material and necessary supplies 
by utilizing the return trips of open- 
car equipment to the coal mines. 

“We cannot close our eyes,” he 
said, “to the fact that there has 
been no harmonizing efforts be- 
tween the carriers and the shippers 
to get the best out of the situation. 
There will also be a very great im- 
provement in the general transpor- 
tation conditions as a result of the 
decision of the Railroad Labor 
Board; and, with labor troubles re- 
moved, I predict that the roads will 
be able to move as much material 
as they have handled in any year 
since 1916.” 

The railroad men present, includ- 
ing Mr. Willard, advocated the ex- 
tension from July 21 to August 20 
of the Commission’s order assign- 
ing cars to the coal industry. The 
steel men, however, did not appear 
enthusiastic over this proposition, 
and urged that an interpretation be 
placed upon this order immediately 
allowing the steel mills to receive a 
part of the open-top car equipment. 


New England and Northwest Short of 
Coal 


The coal situation has improved 
but little during the past fortnight. 
Witnesses at the hearing declared 
that the situation is critical in 
northern Michigan, Wisconsin, Min- 
nesota and North and South Dakota. 

The necessity of taking care of 
the Northwest as promptly as pos- 
sible is emphasized, Mr. Willard 
pointed out, by the fact that 25,000,- 
000 tons of coal must be moved by 
way of the Great Lakes before the 
close of navigation by cold weather. 

A meeting of coal operators was 
held here during the past week to 
devise plans for rushing coal to the 
Northwest, and for some weeks to 
come this region will receive the 
Special attention of the railroads 
and the Car Service Department of 
the Interstate Commerce Commis- 
sion. 

But while the Northwest is call- 
Ing for coal in stentorian tones, 
New England is demanding help in 
equally vigorous fashion. The most 
Serious steam-coal crisis in the his- 
tory of that section is now immi- 
nent, according to a report to the 
Governors of the New England 
States made by a delegation of 
State representatives which recently 


conferred with the Interstate Com- 
merce Commission. 
Profiteering in Export Coal 

The increased exportation of coal 
is said to be at the bottom of the 
troubles of New England, the asser- 
tion being made that consumers in 
that region have been “crowded off 
the Hampton Roads piers since 
April by a disorderly and unre- 
stricted flow of export coal.” 

This coal is going abroad to fill 
orders on which the operators are 
alleged to be making enormous 
profits. The European countries in 
which coal mining operations were 
interfered with by the war are will- 
ing to pay almost any price for coal 
and the American coal operators are 
said to be realizing several dollars 
per ton in excess of the price to 
be obtained in this country. 

The exportation of coal is causing 
suffering in other parts of the coun- 
try, according to the New England 
reports, and the situation in the 
Northwest, which the Interstate 
Commerce Commission is now seek- 
ing to remedy, is said to be due in 
large part to sending overseas coal 
which normally would have been 
distributed throughout Wisconsin, 
Michigan, Minnesota and the Da- 
kotas many weeks ago. 

The operators have been sending 
the greater part of their coal to the 
four corners of the earth instead of 
to their regular customers in New 
England and elsewhere, the report 
to the New England governors as- 
serts. It is conceded, however, that 
the problem to-day is one of trans- 
portation and there is no serious 
movement on foot to put an embargo 
on the exportation of coal. 


Sharp Words About Coal Operators 


The authors of the report to the 
New England governors jumped on 
the National Coal Association with 
both feet, alleging that it has been 
maintaining propaganda activities 
in Washington that misled the Gov- 
ernment authorities. The report, re- 
ferring to the order of the Commis- 
sion to relieve the coal situation in 
New England, which order was 
subsequently modified, said: 

“We believe that when the Inter- 
state Commerce Commission grant- 
ed to New England the order of 
June 19, which looked as though it 
might interfere with the present 
excessive and highly profitable ex- 
ports, the false and misleading im- 
pression was sown broadcast in 
other parts of the country that the 
New England States were trying to 
injure them by taking coal away 
from those other sections, where- 
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as, as we have pointed out, we were 
not seeking a car of coal from these 
other sections of the country, but 
asking for an order the working of 
which would have been a benefit to 
them as well as to New England. 
“The president of the National 
Coal Association in his annual ad- 
dress at Atlantic City on May 
1920, stated that ‘Uncle Sam must 
be pried out of the coal business.’ 
We favor a minimum of Govern- 
ment control consistent with the 
protection of our citizens, and if the 


20, 


‘coal operators’ association had been 


playing fair with the American 
people, they might be entitled to 
succeed in their effort, but their 


selfish course seems to us to make 
it necessary for Uncle Sam, who 
has been trying to get out of the 
coal business, to go back into it, at 
least to the extent necessary to pro- 
tect the people of this country. 


Coal Men Hiding Profits? 


“The National Coal Association 
has been endeavoring to aid its 
members to hide from Uncle Sam 
the tremendous profits which they 
have been making in the sale of coal 
for both domestic and foreign pur- 
poses. The present prices are exor- 
bitant, and public utilities within 
the past week have been obliged to 
buy coal at from $18 to $23 a ton, 
while contracts made earlier in the 
year at lower prices are not being 
carried out. 

“A cargo of coal afloat in Boston 
harbor sold last week for $23 a ton, 
it was stated, whereas before the 
war a fair price for such a cargo 
was $4.50 a ton.” 

The report declared that “the 
word has been passed around 
among the coal operators that if the 
Attorney General should show an 
interest in their abnormal profits 
they will be in a stronger or safer 
legal position if they let American 
citizens go without their coal and 
profiteer on the foreigner. It has 
been reported to us more than once 
that mine operators offering coal 
for export, after asking price, have 
refused to let it go when told that 
it was taken for an American coast- 
wise port.” 


Bituminous Production Gaining 


3ituminous coal production in the 
United States from the first of the 
year to July 4, totaled 262,272,000 
tons, an increase of 44,173,000 tons 
over the production figures for the 
same period in 1919, the Geological 
Survey has just announced. Pro- 
duction, however, has not equaled 
the amount mined in 1918 or 1917, 
in which years on July 4, 288,000,000 
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tons and 278,000,000 tons respect- 
ively had been produced. 

The Geographical Survey’s fig- 
ures bear out recent statements at 
Interstate Commerce Commission 
hearings as to an alarming decrease 
in shipments via the Great Lakes 
for the Northwest. 

“Total lake shipments since the 


beginning of the season,” the Sur- 
vey said, “now amount to 4,130,000 
tons, as compared with 8,561,000 
tons in 1918 and 10,053,000 tons in 
1919. With more than one-third of 
the season of navigation gone the 
Lake movement is thus nearly 
4,500,000 tons behind 1918 and 
nearly 6,000,000 behind 1919.” 


Automobile Industry Refuses to Slump 


"I*HE man who declared that the 

automobile industry has seen 
its highest peak and is now on the 
down grade will find little to sup- 
port his theory in reports received 
by the Treasury Department from 
the various manufacturing centers. 
Tin lizzies are being turned out 
more rapidly than ever and the de- 
mand for high grade expensive cars 
is taxing the facilities of the manu- 
facturers. 

During the first four months of 
the current calendar year the manu- 
facturers of motor cars in the De- 
troit district paid $21,000,000 excise 
taxes, representing the sale of ap- 
proximately $430,000,000 worth of 
automobiles in that center, which 
is at the annual rate of nearly 
$1,400,000,000 for the Detroit dis- 
trict alone, in contrast with the total 
output of passenger cars and trucks 
in the entire United States last year 
of $1,885,112,546. More than one 
type of small, comparatively inex- 
pensive cars is being turned out at 
the rate of more than 700 a day, and 
the operators are far behind on 
their orders. 


Treasury Shows “Trifling” Deficit 


It cost the taxpayers of the United 
States the tidy sum of $6,766,- 
444,461 to run the Federal Govern- 
ment during the fiscal year which 
ended June 30 last. This is nearly 
fourteen times the expenditure of 
twenty years ago, when Speaker 
Tom Reed apologized for the profli- 
gate extravagance of the Repub- 
lican Congress, which for two years 
expended $500,000,000 annually, by 
declaring that it took a billion dol- 
lars to run a billion-dollar country. 

But in those days we were pikers. 
To-day we are joy-riders with plenty 
of jazz on the side. 

The total revenue from the in- 
ternal taxes, customs, sales of sur- 
plus war supplies, etc., for the last 
fiscal year was $6,694,565,388, or 
$71,879,072 less than the total ex- 
penditures. This deficit comes out 
of the Treasury balance, which is 
being kept up by the sale of certifi- 
cates of indebtedness drawing inter- 


.est as high as 6 per cent and free 
from income tax in limited amounts. 


No Reduction In Debt 


In view of the fact that it is 
nearly two years since the war 
ended it may be rather discourag- 
ing to taxpayers to learn that it 
still requires all the available rev- 
enues and a little bit more to pay 
current expenses, and that no prog- 
ress has been made toward reduc- 
ing the huge war debt of approxi- 
mately $25,000,000,000. At this rate 
the prospect for retiring the float- 
ing debt of some $3,000,000,000 and 
the funded debt of $22,000,000,000 
appears remote and the outlook 
would seem to be for higher rather 
than lower taxes. 

The prospect, however, is not as 
dark as the above figures might 
indicate. A deficit of $71,879,072 
when taken alone sounds like a huge 
amount, but it is a rather insignifi- 
cant percentage of total expendi- 
tures of $6,766,444,461. While the 
total expenditures of $6,766,444,461 
appears enormous compared with a 
total of less than $1,000,000,000 
which covered all the Government’s 
expenditures during the most ex- 
travagant pre-war years, some en- 
couragement may be found by com- 
paring this total with the total ex- 
penditures for the fiscal year ended 
June 3, 1919, which aggregated 
$18,514,879,955. 


Heavy Cut In Expenditures 


In other words, although the Gov- 
ernment paid out $6,766,444,461 
during the past twelve months, and 
went in the hole for more than 
$70,000,000, it saved $11,748,435,494 
as compared with the preceding 
year’s operations. It will be seen, 
therefore, that some progress is 
being made in reducing expendi- 
tures from the extreme peak of the 
war period, although progress in 
this direction is not as rapid as the 
taxpayers had hoped. 

There is good reason to hope that 
the downward trend will continue 
and that the end of the current 
fiscal year will show a consider- 
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able reduction in expenditures and 
a surplus of receipts which may be 
applied to reduction of the floating 
debt. The tendency of monthly ex- 
penditures has been downward ever 
since December, 1918, when the 
Government disbursed more than 
$2,000,000,000, the largest amount 
ever expended in a single month. 


Brooklyn Dealers Outing 


The Brooklyn Hardware Dealers As- 
sociation held its annual outing at Cen- 
terport, L. I., July 14, which was at- 
tended by nearly two hundred dealers, 
salesmen, and jobbers and manufactur- 
ers’ representatives. Private cars were 
used to take the dealers and their 
guests to Centerport, where a shore 
dinner was served at Hall’s Chop 
House. 

Just before the dinner was served a 
short memorial service was conducted 
by Robert Pearsall, secretary of the 
association, for the two members who 
have died since the last outing— 
Thomas G. Duncan and Jacob Willman. 
At the end of the dinner Matthias Lud- 
low, president of the National Retail 
Hardware Association, spoke. He con- 
gratulated the Brooklyn association on 
the association work it has done dur- 
ing the past year and on its successful 
outings. Mr. Ludlow was followed by 
John B. Foley, secretary of the New 
York State Hardware Dealers Associa 
tion, who spoke briefly about the vir- 
tues of being a man of few words 
when called upon to speak at an outing. 
President H. R. L. Rohlfs made the an- 
nouncements about the games and 
called for a rising vote of appreciation 
for H. A. Cornell and R. J. Atkinson 
for the work they did in making the 
outing a success. 

During the dinner Harry Ott of the 
Wall Rope Works, Inc., entertained by 
means of his native wit and liquid hu- 
mor. 

The results of the games and the 
winners of prizes in the order that they 
finished were as follows: Three-legged 


race: Cahill and Fisher, Vogt and 
Kober. Hundred-yard dash: Johnson, 
Getz. Sack race: Kober, Ring, Hog- 


land.: Target games: Cahill, Miller, 
Patafio, Lezoli. Second game: Charff, 
Doughy, G. H. Fisher, Vogt, Riterbush. 
Bit and brace contest: J. Dietrig, G. 
H. Fisher, Parsons, Clery. Jockey race: 
Hogland and Johnson, Minken and 
Patafio. 

The games -were under the direction 
of Fred Horn and Al. Wilkens. 


Thomas S. Green, until recently con- 
nected with the sales force, The Nor- 
ton Co., Worcester, Mass., grinding 
wheels, has sailed for France, where 
he is to act as resident manager of the 
Compagnie des Meules Norton, 4 
grinding wheel plant recently acquired 
by The Norton Co., which operates at 
La Corneuve, a suburb of Paris. 
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How One of Our Suggestions Was Adopted by Two Merchants— 


Ad 


Our Suggestion Is 


of 


Adopted 


Vacation 


No. 1 

In Hardware Age of 
we reproduced an ad of W. T. Breeze, 
3rooksville, Ky., which advanced the 
important and timely thought of the 
home owner doing his own work in- 
stead of relying upon indifferent help 
and high charges. 

Realizing the value of this idea, we 
suggested a rearrangement of the ad, 
including a new heading and a specific 
suggestion of tools. 

To date, two hardware dealers have 
put our suggestion to practical use 
and probably others have done the same 


(2 cols. « 5 in.) 
June 3. 1920, 


thing but have not as yet sent us 
copies of their ads. 
In this connection, while we know 


many dealers are constantly utilizing 
ideas presented in this department. we 
certainly would appreciate actual 
copies of ads where the suggestion 
has been put to work. It enables us 
to give a particularly good idea a sec- 
ond boost with an actual illustration. 

William G. Greenwood, secretary- 
treasurer of the Samuel Hill Hardware 
Co., Prescott, Ariz., sent us this ad, 
which is an adaptation of the original 
Breeze ad with our suggested rear- 
rangement. 

In this ad, our suggested heading is 
used, followed by the specific tool sug- 
gestions backed up with strong and 
timely copy. 

Refer to Hardware Age of June 3 
or at least read this ad very carefully 

it is a business-getting idea. 


Mr. Breeze 


No. 2 (3 cols. x 8 in.) 


Repeats His Ad 


Here is the original Breeze idea in 
new form with our suggested heading. 
which is actually a phrase worked out 
by Mr. Breeze himself. 

In this ad, specific tools are men- 
tioned, but in the Hill ad, this idea is 
carried out more in line with our sug- 
gestion. Both ads, however, touch 


Merit — Excellent 


Fireless Cookers 


Ad 


upon a thought that is uppermost in 
the minds of owners of property and 
advertising along this line is bound to 
prove resultful. 

In passing, it is interesting to note 
that the local gave Mr. Breeze 


On 


quite a notice concerning the reproduc- 
tion of his ad in Hardware Age. 


Comprehensive Vacation Ad 


(3 cols. « 12 in.) 


No. 3 
Now is the 


time to make an ad ike 


paper 









“NOW, you 
buy your own ta & 
TOOLS and ~\=l "d 


do your own PHILADELPHIA-MADE 
work.” HARDWARE 


When your house needs repair or your garden needs work you no ionger spend 
time leoking for help, you do the work with your own hands. 










the hope of the world today is in the man whose good health and clean vis- 
ion comes from contact with the soil. No taint of Bolshevism ever touched 


the heart of him who owned and lqved and worked in his own HOME. 















We are carrying tools for HOME work in all styles from the Saw and Hatchet 2383 
to finishthg tools, and in prices to fit the pocketbook of the buyer. “— 
We are carrying in GARDEN TOOLS a line from the Hoe through the neat- “a 
est assortment of combination ‘tools we have ever seen, up to the indespensible Bs 
Garden Plow. Sean 
The line of Lawn Mowers and lawn tools is still in good shape, and we have “233 
many useful tools for thefarm.. .These are of use to vou omy when put in the soa 
soil. “333 
The TOOLS you need to care for your “FLIVVER.” Come in, look them 33g 
over, buy the TOOLS you need and make your work easier and more productive <caaas 
moet 

“7° 
, _——~ = 

coed 
; <a 
Say W.T Breeze. = 
J Brooksville. Ky. See] 


noe & 


ibidddi Hii 


Sa Se Auio Supplies, 


i tid 


Hardware, 


Harness, HARDWARE 


ivididdi 


Stoves. e 
SEE RET ORR T OTE oe 
. ee . 


33333 ; : seessssees 
2 The original advertiser adopts our suggestion. 
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If women only knew 








Women who seem to haye more leisure, who 
do net Fe eK veg A! their time mtn 
food and washing dishes, say thet the only 
way they do tt ‘s i becouse ¢ they haves 


“Toledo” Fireless Cooker 


Domestic Seience” Model”) 


Did you ever eat » fireless cooked meal’ uw 
en't, you've 

of flavor not possible in any other method 

of cooking 


The flavor is cooked into food, and not out 
of it. uals te uo competetion of yrostons 
fend flavor. Fireless cooked 
RE stay melt in one's mouth, 
they are so jwicy tender 


Come down and let us show you this won- 
Gerfal Toledo Fireless Cook Stove. Let us 
send one to your home that you may know 
for yourself 











PHONE 2% 


E. J. FAUT 


“Paut's Service Outlasts All Memory of Cost” 














fireless cookers a good 


send-off 


4. Giving 


It was sent us by 
Co. 


this one pay big. 
the Edwards & Chamberlin Hdwe. 
of Kalamazoo, Mich. 

The heading is particularly attractive 
and wherever possible we would sug- 
gest the use of a vacation cut such as 


this one. The opening talk reinforces 
the heading and impresses upon the 
reader the fact that he can get full 


vacation equipment at the Edwards 
Chamberlin store. 

The panel arrangement of this ad is 
particularly effective for a vacation 
announcement and the use of the small 
cuts in the different panels livens up 
the whole display scheme. 

Price quoting has been well taken 
care of and only in the panels where 
lines have been featured have prices 
been omitted. 

Look this ad over and get in a vaca- 
tion ad or two at this time. 


Fine Presentation of Fireless Cookers 
No. 4 (3 10 in.) 

The Faut ad was sent us by E. J. 
Faut of Brookfield, Mo. Mr. Faut tells 
us that he is just getting started as a 
regular advertiser and wants to know 
how his work shapes up. Mr. Faut 
also states that he has been watching 
this department and that he appre- 
ciates exceedingly the help it gives 
every week. 

One would not suppose this ad to be 
the work of a firm just starting in as 
advertisers. For in regard to both 
copy and display the ad sets a very 
high standard. 

First, it is well balanced; cuts and 
display lines are so placed as to give 
the ad that symmetrical appearance 
which makes for easy reading. Then, 
the type face used is very sharp and 
easily read and it will be noted that 
but one style of type is used, which 
procedure we highly recommend. 

When the copy is considered, the 
reader must admit that this ad is a 
very strong and comprehensive presen- 
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[VACATION DAYS] 


Everything You 
Need 
Fora 
Comfortable Vacation 





f an moh 
supply Let umequips you with 
thing you need to make yo 





| Dangler Oil Cook Stoves Aladdin | 
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| For 
Fishermen 


Base Ball 


Enthusiasts 





Lunch Kits 
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3. A bang-up vacation ad for use 
right now 


tation of the fireless cooker. The 
writer has preferred to describe the 
manner in which the cooker cooks 


rather than the manner in which it is 
built, which in our opinion is showing 
good advertising judgment. 

We have a number of minor criti- 
cisms to make on this ad and they are 
as follows: Something should have 
been said concerning price, if not ac- 
tual figures, then a reference to rea- 
sonable cost; a better line could have 
been chosen for the top head—for ex- 
ample, “More Leisure for You.” Then, 
it is well, in summer to always intro- 
duce the thought of cool cooking with 
a fireless cooker.’ 


Getting Away from Cut Prices 
No. 5 


» (2 cols, x 7 in.) 


Hy- 


E. G. Aubrey, manager for J. F. 









Now You Buy Your 
Own TOOLS And 
Do Your Own Work 


1 DISSTON HAND SAW 
1 PLUMB’'S HAMMER 
1 YANKEE SCREW DRIVER 
1 YANKEE DRILL 













—With those four tools you could savé enough loss in 
property depreciation to buy a complete outfit of todls in 
a very short time. Your money is not spent, it is invested 
in a dividend paying proposition “right ftom the grass 
roots” when you buy good tools. See our window display 
LOOK into this. proposition. There's pleasant recreation, 
at good pay, in it for you. 

———e 








There's Enough Gasoline for All if Everyone Saves 


|OAML afte pe (| 


1. How our suggestion was utilized 











Phone 16 


Phone 16 





SCHOOL IS OUT 


The streets are full of children. Mothers’ responsibilty 
is doubled, and trebled unless the youngsters have the 
proper playthings. Why not provide therm with a < OAST 
ER WAGON. They'll enjoy it and you can use it for 
running errands. We ha stock of COASTE RS that 
we will dispose of at 20 per cent. discount. We need the 
Come look them over 

PUT MY WINDOW UP 

Yes indeed. You neéd to have it up these warm night 
and it needs to be screendd to keep the bugs and mosqu 
toes out. We have black screen wire in all widths from 
24 to 48 inches. Screen doors and screen windows in & 
sizes at reasonable prices. 


JUNE BRIDES 
“What will I give them for a present?” 








room 


off with 


transparent 


Start 
PYREX—the 
OVENWARE. Saves fuel, 
food and labor. Will not 
discolor, rust, dent or chip. 
Replaced if broken in oven. 


them 





HEALTH IN THE HOME LARGELY DEPENDS ON 
SANITARY PLUMBING 
Safeguard your family’s health by replacing your old, 
worn-out fixtures with modern, sanitary ones. Free esti- 
‘All Repair Work Given Prompt and Careful Attention 
WE DELIVER 


Hyland Plumbing & Hdw. Co. 


North 1826 





2815 Clifton Street 








. Tying up with school closing 


land & Co., Indianapolis, Ind., sent us 
this combination ad and with it a let- 
ter setting forth some interesting views 
on advertising in general. 

Mr. Aubrey has been trying to get 
away from price cutting and special 
sales and tells us that this ad run late 
in June was a real result getter. 

The Hyland ads which featured cut 
prices and special sales did not pro- 
duce and Mr. Aubrey believes that the 
hardware merchant must sell some- 
thing besides cut prices and sales if 
he would make his advertising effec- 
tive. 

The Hyland ad _ reproduced is a 
mighty good argument for the sale of 
toys, specially wagons and coasters. 
Why don’t you run a “School Is Out” 
ad and feature your wagons and line 
of coasters? 


The other panels are timely, with 
the exception of the June bride Pyrex 
presentation. 


Our only criticism of this ad is that 
it quotes no prices. The quoting of 
prices is not price cutting by any 
means and we believe it an essential 
factor in hardware advertising. 


Stanley Works Conference 


The annual sales conference of The 
Stanley Works, New Britain, Conn., 
was held from June 28 to July 2. C. F. 
Bennett, vice-president, and E. W. Pel- 
ton presided at the meetings. During 
the conference the salesmen visited the 
Stanley Rule & Level Co. plant, and 
the Stanley Rule & Level salesmen vis- 
ited The Stanley Works plant on tours 
of inspection. 


The Snowflake Axle Grease Co., 
Fitchburg, Mass., has been absorbed 
by A. O. Stoneley, Boston, who will 


conduct it in Boston along with an oil 
business of which he is the president. 
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Coming Hardware Conventions 


Texas HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Dallas, Jan. 18, 
19, 20, 1921. Hotel headquarters, 
Adolphus Hotel. A. M. Cox, secretary, 
1808 Main St., Dallas. 

Onto RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Co- 
lumbus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. ° 

PaciIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL IMPLEMENT, VEHI- 
CLE AND HARDWARE ASSOCIATION CON- 
VENTION, Kansas City, Jan. 18, 19, 20, 
1921. H. J. Hodge, secretary, Abilene, 
Kan. 

MissouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

KENTUCKY HARDWARE 


AND IMPLE- 


MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 


Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 


OREGON RETAIL HARDWARE & IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 
1921. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

WISCONSIN RETAIL HARDWARE ASSo- 
CIATION CONVENTION AND EXHIBITION, 


Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 
PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Phila- 


delphia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 


OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 1921. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

lowA RETAIL HARDWARE ASSOCIA- 
TION AND EXHIBITION, Des Moines, 


Feb. 8, 9, 10, 11, 1921. A. R. Sale, sec- 
retary-treasurer, Mason City. 

CALIFORNIA RETAIL HARDWARE & Im- 
PLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Ill., Feb. 15, 


16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 


MINNESOTA RETAIL HARDWARE ASsoO- 
CIATION CONVENTION, St. Paul, Audi- 
torium, St. Paul, Feb. 15, 16, 17, 18, 
1921. H. O. Roberts, secretary, Metro- 
politan Life Building, Minneapolis. 


NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 

SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 23, 24, 25, 1921. H. O. Rob- 
erts, secretary, Metropolitan’ Life 
Building, Minneapolis, Minn. 

NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel Headquarters, Powers 
Hotel. Exhibition at Convention Hall 
and Annex. John B. Foley, secretary, 
607-608 City Bank Building, Syracuse. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Texas, May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Texas. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 11, 12, 13, 14, 
1921. Headquarters, Imperial Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 


New Officers of Stanley Works 


At a meeting of the board of direc- 
tors of the Stanley Works, New Bri- 
tain, Conn., R. N. Peck and Phillip B. 
Stanley were elected vice-presidents 
and directors of the company. 

Both of these newly elected vice- 
presidents have been connected with the 
Stanley Rule & Level division for many 


years. Mr. Peck has represented the 
company all over the United States 
and Canada and also in Europe on 
several occasions. Mr. Stanley has 


worked largely along technical lines. 

Both are well equipped and properly 
trained for positions such as they have 
recently attained. 


Buys Mack Axe Co. 


The Winchester Co., New Haven, 
Conn., firearms and hardware, has 
bought the plant of the Mack Axe Co., 
Beaver Falls, Pa., near Pittsburgh. The 
new owner intends to materially in- 
crease the production of the plant. 
Practically the same staff will be re- 
ta'ned that formerly was employed by 
the Mack organization. 


Bowser & Co. Meeting 
For the benefit, inspiration and enter- 
tainment of its salesman, the S. F. 
Bowser & Co., Inc., Fort Wayne, Ind.., 
held its regular annual sales conven- 
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tion, from June 28 to July 2 inclusive. 
As is the custom the meeting was held 
in honor of the Pacemakers’ Club, com- 
posed of salesmen who have brought 
in a specified amount of busine:s on 
certain kinds of equipment made by the 
company. 

The program was very complete, in- 
cluding banquets, band concerts, pool 
and billiard tournaments, informal re- 
ceptions at the company’s main office 
and an inspection of the factories. 
Many demonstrations of Bowser equip- 
ment were given. 

Addresses were given by officers of 
the company, and by district super- 
visors, who told of conditions in respec- 
tive localities. The latter is always of 
interest to a sales force. 

A Pacemakers’ banquet was the wind- 
up of the convention. 


RECENT DEATHS 
Adam D. Goetz, a prominent harness 


maker, and president of the A. D. Goetz 
Company, Charleston, W. Va., died sud- 


denly recently in his eighty-second 
year. He was engaged in business at 
Martinsburg, Pa., and for the past 


thirty years had been doing business 
in Charleston. He is survived by a 
widow, two sons and one daughter. 
Murray C. Leibert, of the firm of M. 
C. Leibert & Co., 66 West Broadway, 
New York, died recently at his home, 


1488 Union Street, Brooklyn, N. Y., 
aged thirty-one years. 
J. C. Hayman, well known in hard- 


ware circles in Racine, Ohio, died sud- 
denly recently while automobile riding. 
He was born in 1847, and had served 
in the Civil War. He was one of the 
founders of the First National Bank of 
Racine, and for several years had been 
its president. Mr. Hayman had been 
in business for forty-one years. He is 
survived by a widow, four sons and one 
daughter. 


C. W. Conant of Toledo, Iowa, died 
at Seattle, Wash., at the home of his 
daughter. He was born at Charles- 
town, Mass. In 1880 he engaged in the 
hardware business with his son-in-law 
A. J. Hassell. The partnership was 
later dissolved and- Mr. Conant con- 
tinued in business until 1900 when he 
retired from active business. He is 
survived by a son and daughter. 


David S. Foster died at his home in 
Syracuse, N. Y., recently from heart 
He was a member of the hard- 
of David S. Foster Sons & 


trouble. 
ware firm 
Co. 

James Finnerty, 62 years old, a re- 
tired hardware merchant of Brooklyn, 
N. Y., died recently at his home 191A 
Halsey Street, of paralysis. 


Albert Edward Brandon of Wells- 
ville, N. Y., died recently in his sixty- 
seventh year. He was previously en- 
gaged in business in Allentown, N: Y., 
but for the past seven years had oper- 
ated a hardware store in Wellsville. He 
is survived by a widow. 
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Office of HARDWARE AGE, 

New York, July 19, 1920. 
SLIGHT improvement was no- 
A ticeable during the past week in 
the New York hardware market. 
Spring goods, such as garden hose, 
barbed wire, ribbon wire, lawn mowers, 
garden tools and freezers which have 
been so long delayed are beginning to 
come in jobbers’ report. For many 
dealers it is‘now too late for them to 
hope of disposing of these goods that 
were ordered late last winter, and as 
a result jobbers have for some time 
past been receiving cancellations of 
orders for spring merchandise. It is 
more than likely that many of the local 
jobbers will be forced to carry a cer- 
tain amount of spring stock throughout 
the winter. This fact does not seem to 
bother many of them, however, as they 
feel that the shortage of spring goods 
will be even more acute next season 

than it was this year. ‘ 
Many of the local dealers who have 
been unable to get goods have acquired 
the habit of shopping from jobber to 
jobber in an attempt to pick up a little 
here and there to partly satisfy the 
demands and needs of their customers. 
* The freight situation in this locality 
is unimproved.. Open cars are being 
assigned to the mining regions for the 
much needed transportation of coal. 
Box cars are being sent west to trans- 
port grain, fruits and other perishable 
foodstuffs. Many of them, it is alleged, 

are being sent from the east empty. 
At a conference of railroad execu- 
tives held recently at New York it was 
said that orders for 28,000 freight cars 
and 600 locomotives have already been 
placed, but deliveries are not expected 
to be made in time to relieve the short- 
age in rolling stock to any material 
extent. The only measures that can 
bring any immediate relief. it was de- 
clared, are those providing for capacity 
loading of each freight car, and the 
more rapid movement of freight trains. 
Jobbers report that they are receiv- 
ing manv orders for fall and winte~ 
goods. We quote herewith several of 
the more prominent items of fall and 
winter stock that seem to be in demand 
among the future orders lately re- 

ceived. 

Among the important price changes 
of the past week were: Tungsten spark 


NEW YORK 


plugs all sizes have been advanced 2! 
cents each. Wooden door knobs are 
now being sold at $3.00 per doz. 

Other changes are noted in bold face 
type. 

Ash Sifters—A number of orders 
have been received by local jobbers for 
ash sifters. Many dealers are appar- 
ently apprehensive about the shortage 
in galvanized sheet and hope that by 
placing their orders early that they 
will be able to get the ash sifters that 
they will need this winter. 

Galvanized ash sifters, f.o.b. New 
York, 12x12 inches, $2.75 per doz. Ré6- 
tary ash sifters, loose, $42 per doz. 
Crated lots $46 per doz. 

Axes.—The demand for axes is not 
confined alone to futures. There seem 
to be many dealers anxious to get axes 
of various kinds at the present time. 

Long Island axes, ° to 3 lb., $23.15 per 
doz.; 2% to 3 Ihb., 2 per doz. Conn. 
Pattern axes, 3 to 3% Ib., $23.15; 3% to 4 
$23 doz. 

















mM 4 
Ds 3.40 per Flint Edge ¢ 
to $26.68: €¢ to 6 th. & 
doz. Dock axes, $21.55, and fire e 
per doz. All less 5 per cent, crate lots of 
half dozen. 


Bolts and Nuts.—The demand for 
bolts and nuts is exceptionally good 
at the present time. There is some- 
what of a shortage in many sizes and 
stvles and as a result the demand is 
influenced a good deal by this condi- 
tion. 


Common carriage bolts, all sizes, are be- 


ing quoted list plus 5 to plus 10 per Gent. 
Machine bolts, all sizes, 5 per cent off to 
list net. Stove bolts are being quoted 50, 
1 and 5 to 60 and 5 per cent. Common 
tire bolts, 40 per cent; sink bolts, 50, 10 
and 5 to 65 per cent. 

Hexagon machine screw nuts, iron, 25 
per cent; brass, 4 to 8 in., 50 per cent: 10 
to 12 in., 33% and 5 per cent; 14 in., 3314 
per cent. Stove rods, 331% per cent. Lock 
washers, 40 per cent. 

Cider Mills.—Cider mills and presses 


are in large demand. The smaller 
sizes weigh just within the 200 pound 
limit, which makes it possible to ship 
them by express. To express cider 
mills necessitates a separate crate for 
each mill which adds $3 to the cost. 
The added freight charge, because of 
the crate, is $2.50, making a tota! excess 
charge of $5.50, which must be added 
to the selling price. The heavier mills 
and presses cannot be shipped bv ex- 
press, and are almost impossible to 
obtain by rail. Because of the uncer- 
tain conditions of transportation pre- 
vailing in the East manufacturers of 
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mills and presses have been forced, it 
is said, to consider the freight condi- 
tion of a locality instead of the prior- 
ity of an order. 


Double tub 
ing to size, $58, 
tub mills, $27 to $30 each. 

Farming Tool Handles. — Farming 
tool handles are obtainable in this lo- 
cality, though they are not by any 
means plentiful. The demand is fair 
and prices firm. 

Hay fork handles, bent, 5 ft., $5 plus 5 
ner cent; 6 ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., $6.70 per doz. plus 5 
per cent. Long handle manure fork handle, 


$4.40 per doz. plus 5 per cent; wooden D 


accord- 
Single 


and press, 


cider mill 
8 $35 each. 


$45 and 














manure fork handle, $6.90 per doz. plus i 
per cent. Six-ft. rake handle, $6.20 per 
doz. plus 5 per cent. Shank hoe handle, 
$3.40 per doz. plus 5 per cent. Spade han- 
dles, $7.10 per doz, plus 5 per cent Malle- 
able D spading fork handle, $5.75 plus 26 
per cent. Wooden D spading fork handle, 
$6.90 plus 5 per cent, 


Farming tool handles generally are quoted 


in this section at discount plus 5 per cent 
Pick, sledge, hammer and hatchet handles 
are quoted discount plus 25 per cent. Axe 


handles, discount plus 35 per cent. 
Galvanized Ware.—The freight situa- 
tion is the greatest handicap to busi- 
ness in this line. The small quantities 
of galvanized sheet that should be avail- 
able for New York jobbers are being 
consigned, it is reported, to canneries, 
so that the country’s supply of perish- 
able food may be conserved and pre- 
served. No material improvement is 
expected for sometime to come. 
Galvanized sheet is still being quoted: No 


28 gage, $10 to $11.50 base per 100 Ib 
Galvanized pails, 8-qt.. $5; 10-qt., $5.75 
12-qt., $6.65; 16-qt., $8.90: heavy, 12-qt, 
$8.70; heavy 16-qt.. $12. Wash tubs, No. 
1, $16.80; No. 2, $18.60; No. 3, $22.05; all 
per dozen. 


Garden Barrows.—The continued de- 
mand for both garden and canal bar- 
rows has caused a scarcity in the local 
market. The supply of canal barrows 
is practically exhausted. Prices, how- 
ever, continue firm. 

Painted and varnished garden barrows, 


48-in. handles. body 24% x 14M x 4 
inches. $69 per doz.; 60-in. handles. bod) 
28 x 19% x 15% inches. $84 per doz. ; 63-in 
handles, body 291%, x 25 x 21% inches, $96 
per doz.; 63-in. handles, body 2914 x 243) 
x 21% inches $102 per doz. 

Laborers’ Canal Barrows.—Half_ bolted 


canal barrows. wooden wheel, $53 per doz 
iron wheel, $57 per doz.: full bolted woode! 
wheel, $55 per doz.:; iron wheel, $59 Pé 
doz. 

Game Traps.—Buying, both at pres 
ent and for future deliveries, of game 
traps seems to be rather slow. A -num- 
ber of orders for fall, however, have 
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been received that stipulate traps 


among the prominent items. 
Victor Traps; No. 0, $1.71 per 
without chains, $1.34. No. 1, $2.01 per 
doz.; without chains, $1.52. No, 14%, $3.05 
without chains, $2.44. No. 3 with 


doz. ; 





a Boung 7.14 per doz. No. 4, with chains, 
$x.60 per doz. No. 1 Giant, with chains, 
e? 56 per doz 
“Oneida Jump Traps, No. 0 with chains, 
$2.37 per doz. Without chains, $1.75. No. 
1. $2.7) per doz, without chains, $2.12. 
No. 1%. $4.12 per doz., without chains, 
$3.95. No. 12 with chains, $7.12. No. 91%, 
with chains, $5.25 per doz. 

Newhouse aps, No. 0, with chains, 
$4.75 per doz, No, 50, with chains, $113.56 
per doz No. with chains, $156.62 per 
. te riumph” with chains: No. 0, $1.71 
per (doz No. 1. $2.01 per doz.; No. 1%, 
$3.05 per doz.; No. 2, $4.21 per doz.; No. 3, 
$7.14 per doz.; No. 4, $8.60 per doz.; No. 
42, $16 per doz. French rat traps, $9.25 
per doz 

Furnace Scoops.—The demand for 
furnace scoops in futures continues 


very good. Some small amount of in- 
terest is also being shown at the pres- 
ent time by local dealers. Prices are 
substantially firm. 


Hollow back furnace scoops, $1.50 per 
doz., less 5 per cent for bundle lots. 
Riveted back furnate scoops, $14.21 per 
doz., less 5 per cent for bundle lots. 


Ice Tongs.—The demand for ice tongs 
is good. A number of jobbers report 
that interest for immediate shipment 
is beginning to be manifest. 


Wrought steel tongs, tool steel points, 
japanned black, 10-in., $17 per doz.; 11-in., 


$18: 14-in., $23: 17-in., $27; 20-in., $32; 
24-in., $37 Solid steel ice tongs, swell 
handles, drop forged hardened points 
japanned red, 11-in., $32 per doz.; 15-in.., 


24-in., $45, with new dis- 
15 per cent. 

Ice Cream Freezers.—With the local 
supply somewhat improved the demand 
for freezers has increased rather than 
diminished. Usually as late in the sea- 
son as this dealers have adequate sup- 
plies, but at present they are very poor- 
ly stocked as far as freezers are con- 
cerned. Consequently the demand is 
very strong. 


Full size cans 
double scrapers, 


$35; 17-in., $40; 
count of 25 and 


and tubs, dasher with 
1l-qt., $4 net; 2-qt., $4.60 
net; 4-qt., $6.80: 6-qt., $8.60; S-qt., $17.10; 
12-qt., $16.65. Freezer with Duplex dasher 
double self-adjusting scraper, 1-qt., $4.85; 
2-qt., $5.65; 4-qt., $8.25; 6-qt., $10.45; ‘8-qt., 


$13.50; 12-qt., $21.55 net. All take a dis- 
count of 40 per cent. Vacuum freezer, 
l-qt., $4; 2-qt., $5, less one-third each. 


Ice Skates.—It is probably a bit 

early yet for dealers to begin to show 
very much interest in ice skates. Job- 
bers, however, are advising that there 
is a strong possibility of a shortage 
this winter in ice skates and have sug- 
gested that orders be placed early. 
, Ice skates, runners of cast steel, polished, 
$1.04 per pair: ladies’ style, $1.31. Men’s 
hockey Skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’ same, $1.83 
per pair Hardened steel blades, nickel 
plated, $1.88 per pair; girls’ same. $2.48. 
Tempered steel blades, extra polished, full 
nickel plated, all sizes, $2.75 per pair. 

Jar Rings—There is good interest 
for jar rings and preserving accessories 
of all kinds. 

“ge . . 

Goodluck” jar rings, $1.10 per 
gross; “Red Giant” jar rings, 80 cents 
ber gross; “Sterling” jar rings, 40 cents 
per gross. Fruit jar wrenches 90 cents 
per doz. 


Linseed Oil.—The linseed oil mar- 
ket remains slack. Prices are un- 
changed and many dealers say that 
they expect no further changes for 


some time. The transportation dif- 
neulties are said to be responsible for 
some sections being without oil while 
others have a surplus. 


Prices spot, f.o.b. New York for car lots 
are $1.55 to $1.66; for 5-bbl. and more, 
$1.58 to $1.69, and less than 5-bbl. lots, 
$1.61 to $1.72, all per gal. Boiled oil is 2 
cents extra, double boiled oil is 3 cents 
extra, and oil in half barrels is 5 cents 
extra. 

Nails.—There has been no recent 


change of any moment in the local nail 
market. Jobbers continue to receive 
small shipments that are immediately 
sold or rather allotted to customers on 
back orders. There are no adequate 
stocks in this vicinity. Moreover, as 
stated last week, there is literally no 
base price in New York at the present 
time. Various conditions and circum- 
stances govern each transaction dif- 
ferently. 


Current prices prevailing in this section 
vary considerably. For wire nails the prices 


range from $7 to $10 base per keg. Kor 
cut nails (which are almost off the local 
market entirely) prices range from $8.25 


should be further 
obtainable 


to $12 base per keg. It 
noted that only small lots are 
anywhere in this section. 
Wire brads and nails in 
quoted by local jobbers at 
Qluarter-pound papers take 
per cent. Set screws, iron, 50, 10, 5 per 
cent off. Cap screws, 50 and 10 per cent 


1l-lb. papers are 
two-thirds off 
a discount of 10 


off. Galvanized nails, 25-lb. boxes, 4D, 
$8.65; 6D, $8.55; 8D, $8.45; 10D, $8.40; 
20D, $8.35. Galvanized roofing nails, 1 x 
12, $10. Plain roofing nails, 1 x 12, $7.20 


Naval Stores.—Turpentine advanced 
again during the past week, influenced 
by the heavy buying tendency in the 
South. Short covering and speculation 
are said to be among the chief causes 
for the increased activity. Local stocks 
are inadequate and prices are expected 
to advance further before the end of 
July. Price fluctuation will probably 
continue for some time. There are sev- 
eral disturbing factors in the market 
among which the labor situation is 
probably the most troublesome. 

Turpentine is now selling, yard basis, 
$2.62, per gal. in New York. Rosin, 
common to good strained, on a basis of 
280 Ib. per barrel, is $12.50;,.D grade is 
$16.25; F grade $16.75, and best WW 
$16.90. 


Rope.—There is firm interest in the 
rope market in this locality, but it is 


difficult to obtain enough rope any- 
where at the present time. Transpor- 
tation difficulties are retarding busi- 


ness more than anything else. 


Jute rope, No. 1, 17'%4ec. to 18e.; jute rope, 
No. 2, 1614c. to 17ec.: jute twine wrappings, 
best grade, 32c. to 37ec.: India hemp twine, 
6-in., 26c. to 28ec. Manila rope, best grade, 
28e. to 28%c.; hardware grade, 25c. to 
26\%4c.; bolt rope, 33c. to 341%c.; sisal rope, 
pure, %-in., 19c. to 221%4c.; lath yarn, first 
grade, 20c. to 21c. 


Shot.—There is a good demand for 
shot in the local market. 

Boy Scout air rifle shot in tubes, S85c. 
per doz. tubes; 25-lb. bags, $3.65 per bag; 
5-lb. bags, 85c. per bag. 

Stove Pipe.—There seems to be good 
interest manifested for stove pipe at 
the present time and jobbers say that 
they have received a number of ad- 
vance orders. 

Stove pipe, 4-in., $3.7 
5-in., $4.25 per doz. len 
doz. lengths. 


> per doz. lengths 
gths; 6-in., $5 per 


Wooden Tinners’ Mallets.—There is 
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a fair demand for mallets of this kind. 
Prices advanced during the past week. 

Wood tinners’ mallets, $2.25 per doz. 
Round hickory mallets, 3x5 in., $3.50 
per doz., 4x 6 in., $6.00 per doz. Round 
lignumvitae 3x5 in. $7.75 per doz.; 
6 x 4 $13 per doz. Square hickory mal- 
lets, 6x2%x3'% in, $4.50 per doz. 
Square lignumvitae, 7x 3x 4 in., $14.25 
per doz. 


Plumbers’ Ladles.—New prices be- 
came effective during the past week on 


these items. Interest is healthy and 
consistent. 
Single lip plumbers’ ladle, 22 in., 


$3 per doz.; 3% in., $3.55 per doz.; 5 
in., $4.50 per doz. Double lip, 2'2 in. 
$4.15 per doz.; 34, in., $4.90 per doz.; 
5 in., $9.75 per doz. 


Mops.—The demand at the present 
time for mops, both cotton and twine is 
exceptionally good, jobbers report. An 
advance was made on both during the 
past week. 

Cotton mops, 12 Ib., $5.28 per doz.; 
18 lb., $7.48 per doz.; Twine mops, 12 
Ib., $6.24 per doz.; 18 lb., $9.36 per doz. 


Lathing Hatchets.—An advance made 
during the past week is noted here- 
with. 

Underhill lathing hatchets, No. 8, 
$26.31 per doz.; No. 9, $28.42 per doz. 


Socket Wrenches.—There is a good 
demand for socket wrenches of all 
sizes and also more or less of a short- 
age. New prices became effective re- 
cently on some lines. 

Straight, 3/16 in. nut U. S. S. $7.50 
per doz.; %4 in., nut U. S. S. $7.70 per 
doz.; % in., nut U. S. S. $9 per doz.; 
9/16 in., nut U. S. S. $9.85 per doz. 
Bent 4% in. nut U. S. S. $7 per doz.; 
5/16 in. nut U. S. S. $7.85 per doz.; 3% 
in. nut U. S. S. $8.40 per doz.; 12 in. 
nut U.S. S. $10.15 per doz. 


Snow Shovels.—There is a gradual 
interest being shown for futures on 
snow shovels. Dealers are apparently 
anxious to place their orders early 
hoping that they may be able to get 
goods before too late in the season. 

Prevailing prices f.o.b. New York 
are: 2 riveted steel snow shovel 14x 
11% in. blade $9 per. doz.; 2 riveted 


steel snow shovel, 15x11% in. blade, 


long square handle, $11.25 per doz. 
Galvanized, 214%2x16 in. blade, rein- 


forced back, straight handle, $17 per 
doz. 

Snow pusher 24x13x1% in., $32 
per doz.; snow pusher, 30x13%x1% 
in., $35 per doz. 

Sidewalk Scrapers.—Practically the 
same interest that is being manifested 
for snow shovels is being shown for 
sidewalk scrapers of all kinds. 


Prevailing prices f.o.b. are: Solid 
shank, 6%x5% blade, 4 ft. handle, 


$5.26 per doz. Solid shank extra qual- 
ity, 7x6 blade, 4 ft. handle, $6.32 per 
doz. Extra heavy socket, 7 x 6 in. blade, 
4 ft. handle, $8.75 per doz. Extra 
heavy solid shank, double beaded blade, 
8x6 in., 4% ft. handle, $9.47 per doz. 
These take a discount of 5 per cent 
for bundle lots. 
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HARDWARE AGE 
July 14. 


Office of the 
CHIC AGO, 
N already serious situation is be- 
J coming greatly aggravated by the 
further complication of the transporta- 


tion situation, due to an order divert- 
ing much of the railroad’s rolling stock 
for hay and grain movement. The 


crops must be moved and the 
railroads are giving first consideration 
to this matter. Practically all box cars 
will be employed for some time to come 
in handling grain and hay. Coal cars 
and gondolas are being reserved for 
coal shipments. Naturally, this greatly 
increases the shortage which already 
existed. 

The use of coal cars will really prove 
a blessing, as this section of the coun- 
try is weeks behind in its coal deliv- 


country’s 


CHICAGO 


Those in close touch with the situa- 
tion are apprehensive lest the possible 
closing down of steel mills due to a 
lack of cars will really take place. It 
is a fact that mills are piling up mate- 
rial and cannot get cars to handle it. 
Of course the Interstate Commerce 
Commission officials say there will be 
enough cars to meet the situation, but 
there is very little opt.mism in local 
hardware circles. Production is on a 
better basis in many lines but that is 
only a start in the right direction, for 
production without adequate transpor- 
tation is far from an ideal condition. 

Actual market changes are very few; 
those that are reported are of an up- 
ward character. 


Automobile Accessories. — Spark 





Hardware Age 


cules Giant, lots of 1 to 50, 65c. each 
lots of 50 to 100, 62%4c. each; lots of 1649 
and upward, 60c, each. Hercules Junior 
lots of 1 to 50, 40c. each; lots of 50 t& 
100, 374%c. each; lots of 100 to 500, 35¢ 
each; lots of 500 to 1000, 33%c. each 
lots of 1000 and upward, 3le. each. Hel-Fj 
standard plugs, lots of 1 to 100, 55c. each 


lots of 100 to 250, 52c. each; lots of 259 
to 500, 50c. each; lots of 500 to 1000, 47% 
each; lots of 1000 and upward, 45c. each. 
Hel-Fi Tractor Special, lots of 1 to 100, $) 
each; lots of 100 to 250, 95c. each; lots of 
250 to 500, 90c. each; lots of 500 to 1009, 
S7T4%4c. each; lots of 1000 and upward, 85¢ 
each A. C. Titan plugs, 63c. each: A. € 
Cico plugs, 4c, each; Champion X, 5% 
each; Champion O, 62c. each; Champion 
Heavy Duty, 73c. each; Splitdorf plugs 
62 4oc each; United plugs, Junior, smal] 
lots, 40c¢. each; lots of 100 or over, 37% 
each; United Giant Heavy Duty. small lots, 
60c, each; lots of 100 or over, 57%%4c. each 


Aluminum Goods —Many orders for 
holiday demands are being placed, 
There is every evidence of a scarcity 
and only early orders will save dealers 


Coal Car Order Extended; Steel Works Shutdowns Still Threatened 


Against the protests of iron and 
steel producers, the Interstate Com- 
merce Commission has extended for 
30 days from July 21 its order con- 
fining the use of open top cars to 
coal. It remains to be seen how far 
the shut downs will go which steel 
companies said were inevitable if 
such an extension came. 

Some relief is given by exempting 
from the order all flat bottom gon- 
do.a cars or cars which on June 19 
had been definitely taken from coal- 
carrying service, this being one 
modification asked by iron and steel 
interests. In some districts, how- 
ever, this interpretation had _ al- 
ready been in effect. 

So far as the merchant pig iron 
trade is concerned, the soaring of 
fuel prices has caused as much con- 
cern in the past week as the car 
troubles to which high fuel is chiefly 


laid. There is an urgent call in 

some quarters for a return of the 
eries; unless some drastic action was 
taken the winter would prove to be a 
very severe one for fuel. Factories 
are in need of coal and the efforts of 
railroad officials to meet the situation 
can be but commended, for unless 


every effort was made to get industrial 
coal delivered, manufacturing plants, 
many of them making hardware lines, 
would .have been forced to suspend. 
Business conditions are good, so far 
as demand is concerned. All jobbers 
are active and are not meeting with 
the usual inter-season lull which comes 


in July under normal conditions. Re- 
tailers are clamoring for goods and 
say their customers are prosperous 


and have plenty of money to spend. 
Seasonable lines of every kind are very 
alert. 


(From The Iron Age.) 


Government control of fuel that 
was given up on April 1, producers 


of pig iron viewing with dismay 
sales of prompt coke at $19 this 
week, while bituminous coal has 
brought from $10 to $12 at the 


mines. The effect of such prices on 
dependent industries will be serious, 
as corresponding leve:s are reached 
in pig iron. 


In the Pittsburgh district more 
steel making and finishing capacity 
has been idle or has run intermit- 


tently than in the preceding week. 

Soaring fuel prices are playing 
havoc with cost sheets, In the case 
of a large steel interest the advance 


in June was between $1.50 and $2 
per ton. Estimates of the month’s 
increase for smaller producers in 


the Central West range from $4 to 
$8. Low cost producers of pig iron 
in the same districc have reached 
$34 and $35, or well beyond their 
war-time peak. 


plugs are very active. The supply is 
fair. Jacks are in good demand and 
there is a slight scarcity of this mate- 
rial. Tires are moving splendidly, in 
fact all auto accessories are selling in 
splendid fashion. Production is quite 
good. Wrenches and one or two other 
lines are a little below supply, but 
most manufacturers are keeping up well 
with orders. 


We quote from jobbers’ stocks,  f.o.b. 
Chicago: Twin cylinder foot pumps, $1.30 
each; Simplex jack, No. 36, $2.15 each 
Stewart Hand Horn $3 each: Howe Spot 
Lights, $3.65 each; Weed chains, 30 x 3%, 
$2.65 per pair; inner tubes, red, 30 x 3% 
$2.95 each; grey, $2.25 each; Lyon's bum- 
pers, $9 each Bethlehem spark plugs, 
Porcelain type, less than 100, 63c. each; 
lots of 100. 58c each: lots of 500, 538¢ 
each. and lots of 1000, 50c. each: Ford 
special type lots of less than 100, 44¢c. 
each; lots of 100, 41¢e. each: lots of 500, 
39c. each, and lots of 1000, 37c. each. Her- 


One maker of wire products is- 
sued a card this week showing ad- 
vances of close to $5 per ton. Com- 
mon iron bars in the Pittsburgh dis- 
trict are up $5. Plates and shapes 
still show an easy condition, but 
sheet prices of independent mills are 
very firm. Steel bars are notably 
in demand; at the same time prices 


are not so uniformly firm, further 
sales being reported at 3.50c. at 
mill. 





In the East bolt and nut makers 
have been in the market for their 
raw material, and the Pennsylvania 
Railroad has taken 3200 tons of 
bars, paying 3.25c. and 3.50c., Pitts- 
burgh, and has yet to buy 2500 tons 
of plates and 1300 tons of bars. 

Sheet mill workers, as a result 
of the examination of May and June 
sales sheets, get an advance of 21 
per cent for July and August, mak- 
ing the present wage the highest in 
the history of the industry: 


from being out of wanted numbers. 
Prices are the same. 
Axes.—Continued lack of raw ma- 


terial is making axes very scarce. No 


change in prices, but there are some 
indications of an advance. 

We quote from jobbers’ stocks, f.o.b 
Chicago: First quality singie bitted axes 
3-Ib. to 4-Ib., $16.50 per doz. base; double 
bitted, $22.50 per doz. base. 


Alarm Clocks.—Slight advances are 
reported this week As in the past 
there is a very active market for alarm 
clocks and small watches, and_ there 
is not enough of these goods to take 
‘are of the demands. 


We quote from jobbers’ stocks f.0.b 
Chicago: Big Ben and Baby Ben, $25.7 
per doz.; America, $13.96 per doz. ; Look 
out, $17.02 per doz.; Sleepmeter, $18.48 


per doz.; Jack O’Lantern, $29.26 per 02. ; 
Ironclad, $22.41 per doz.; Boy Proof and 
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watches, $15.34 per doz.; Giow 


»ocket Be 
doz. 


Ben, $24.t per 

Builders’ Hardware.—Continued ac- 
tivity in building is seen everywhere 
with a good demand for all sorts of 


finishing and rough hardware. Prices 
are stiff at the recent advance. 
Coal Hods.—There is an increased 


demand for galvanized coal hods, and 
increased shortage as there 
line of galvan.zed ware. 
Some say prices will go up on all 
galvanized lines soon. ‘There is a fair 
of japanned hods. 


as great an 


Is in every 


supply 





W jote from jobbers’ stocks f.o.b 
Ch go: Japanned open hods, 17-in., $5.00 
pe ) s $6.15 per doz japanned 
funnel hods, 17-in., $7 per doz galvanized 
open hods, 17-in., $8.50 per doz., 1s-in., 
$9.25 per doz galvanized funnel hod 
17-in $10.50 per doz.; 18-in., $11.35 per 
doz 


Cutlery.—Promised cdvances in cut- 
lery, set for July 10, are materializing. 
Several houses are out with new prices 
and others are bound to follow suit 
Common jack knives, listed at $5 a 
dezen or less, are up 5 per cent’ Bet- 
ter grades of jack knives and pen 
knives are up 7 to 8 per cent, while 
pearl handled goods have taken a 10 
per cent tilt Butcher knives and 
kitchen cutlery, in general, has raised 
about 10 per cent. Increased manufac- 
turing costs is the reason. There is 
a very lively market for all these goods 
and no where near enough to go around. 





Eaves Trough and Conductor Pipe. 
—There is no change in the situation. 
A greatly increased supply is needed 
but it is not in sight. Prices are firm. 

We quote from jobbers’ stocks,’ f.0.b 
Chicago: 29-gage lap joint eaves trough, 
5-in., $9.50 per 100 ft 29-gage corrugated 
conductor pipe, 3-in., $9.50 per 100 ft 
29-gage, 3-in. corrugated conductor elbows, 
$2.16 per doz. 

Flint and Garnet Paper —The slight 
advance of about one month ago is in 


force with no, diminished demand for 
this material. 
We quote from jobbers’ stocks, f.o.b 


Chicago: Flint paper 30 per cent off: gar 


net paper net lists and emery cloth list 
plus 5 per cent 
Files—All numbers may be had 


without trouble. There is 
brisk market in files. 


not a very 


; We quote from jobbers’ stocks, f.o,b 
Chicago: Nicholson files. 40-10-5 per cent 
discount New American, 50-10 per cent 
discount Disston, 50 per cent discount 


Black Diamond, 40-10 per cent 


Galvanized Were.—As one buyer ex- 
pressed it, “the situation on galvanized 
ware is no worse. How could it be?” 
Mills are still greatly curtailed in out- 
put and will be until there is a big 
Improvement in the raw material situa- 
tion and a much better supply of cars. 
Jobbers are rationing goods, and very 
small rations at that. It seems that 
so far as possible tin lines will have 
to be used to replace the wanted gal- 
vanized goods as they simply cannot 
be had except in such limited numbers 
as to really amount to next to nothing. 


discount 





Glass —Large ‘orders for all glass 
are accepted conditionally. There are 
not enough cars to take care of car- 
load shipments and even smaller con- 


signments are not coming through very 


rapidly. The demand is very lively. 
kr.ces are firm. 

We quote from jobbe stocks {.0.b 
Chicago: Single strength A ill Sizes, «6 
pes cont ol Single eng b>, first three 

racket 64 per cent oit doubl 
strength A, iv per cent ol itty in lvuY 
lb. kits, $4.2 Cilaze point No. 1, No 
2 and No. 3, 1 doz. to pugs voc, per keg 

Wocd Handles.—While prices have 


not advanced they seem bound to do so 


in a short time. ‘1 neve a very imarked 


shortage of all wood handles and 
manutacturers ar outbidding each 
other to secure lots this material. 

We quote from jobbe stocks, f.o.b 
Chicago No 1 hich < handles $4 
per doz No. 2, $3 per doc econd giowth 
hickory axe handles, $6.30 “oz extia 
quality hickory axe hance $5. per doz 
No. 1 hatche and h handles, S95 
per doz.; second growtl kory hatchet 
and hamm handles, $1.60 per doz 


good business is re- 


Heaters —A 


ported in heaters with the market 
prices remaining the same, 

W quote from jobber stocks f.o.b 
Chicago: No. 5B Clark heater, $3.25 each 
No. 30, $3.50 each No. 7C, $4 each No 
7D, $4.75 each; No, 7X, $5.75 each; No 
SA, $38.25 eacl No. SXX, $11 each 1 doz 
brick 6 Ib, $1.25 each l less 25 pe 
cent off 


Lanterns.—Lack of raw material is 
making this market very firm. Glass 
and metal are both scarce and much 
needed by manufacturers. Fall orders 
continue to come in daily. 

Nuts and _ Bolts.—The situation is 
becoming worse. Small sizes are very 
scarce and there is not a bit of let-up 
in the demand. Prices care firm with 
indications of an advance. 

Nails. 


Probatly no material is more 


influenced by the car shortage than 
nails, as they are usually shipped in 
carload lots. So it is no wonder that 
the serious nail situation is ever so 


much more serious. Some of the larger 
jobbers are getting cars through from 
time to time, but with no regularity 
and in so small a quantity as to only 
be a drop in the bucket. Prices have 
not gone up, but the shortage is more 


acute than ever. 

We quote from jobbers’ stoc ks f.o.b 
Chicago Common wire nails, from $4.10 
to $4.75 per keg bas 


Paints and Oils—White lead is very 
scarce snd is up a little. There is no 
where near enough turpentine and oil 
to take care of the lively demand. 


We quot® from jobbers’ stocks, f.o.b 
Chicago: Linseed oil, $1.62 to $1.72 in car- 


load lots Pig lead, $8.57 to $8.80; shellac 
y N., $ 0: bone dry bleached, $1.25 
White lead, dry, 16« to 17 Ib white 
lead, in oil, 16%4c. to 21%4e. per Ib 

Rope.—There has been a. slight 
change in rope quotations. 

We quote from jobbers’ stocks f.o.b 
Chicago: No. 1 standard brands of manila 
rope in full coils, 28%4c. per Ib.; No. 2 
27%c. per ib.; No. 1 sal rope in full 
coils 191440c¢ per lb.; No. 2, 17%c No 
3, 15%e 

Roofing Paper.—There are some rea- 
sons to look for an advance. Present 
prices are very firm with no let-up 
in the demand which is several steps 
ahead of the supply. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Certainteed roofing, 1.ply; $2.13 
per sq 2-ply, $2.64 per sq.; 3-ply, $3.15 
per sq.: Major roofing, 1-ply, $1.83 per sq 
2-ply, $2.24 per sq 3-ply, $2.65 per sq 


97 
Gua g , 
$1.44 poe SY piy, $ ] i tarred 
felt, $5.08 pe yi 
$111.45 per t 
Steel Sheets.—Steel sheets are prac- 
tically off the market. Jobbers’ stocks 
are sold out. Once in a while some 


jobber picks up a few sheets at unex- 
pected places, but as a general 
this commodity is almost 
missing. Quotations are 





among tne 
the same, but 


there are practically no goods to be 
had. 

We quote fron jobl to f.o.b 
Chicago (ra nized I t Né . t 
$ { per Lot t y uw I i : 
pe Lof b 

Spcrting Goods.—Bicycles are very 
scarce. Leather sporting goods are 


hard to get. Prices are very firm. 
Solder.—The market is alert, with no 


changes in prices. 


We quote fron jobber toch f_o.b 
Chicago Warranted 0-50 olde full 
cases, 40c., less than case lots, 42 

Presses.—Home distillers are buying 


wine "esses in 


and C) ler pi 
fashion, and these goods, which 


lively 
were in 


fair supply a few weeks ago, are rapidly 





becoming quite scarce. Prices are un- 
changed. 

We quote from iobbe tock f.o.b 
Chicago: Junior cider mill »4 i 
Junior wine presses, $12 each: Force feed 
farmers’ cider press, $18 each 

Stove Boards.—Raw materials are 
increasingly scarce. There may be a 
little falling off in demand as many 


retailers have placed their orders, but 
the supply is still wholly inadequate. 


We quote from jobbers’ tocks f.o.b 
Chicago: Wood ned cryst tove boards, 
24 x 24, $13.65 per doz 2h «62H. $16.05 
ner doz 28% x 28. $18.8 doz 30 x 30 
$21.30 per doz od X 33. $25.50 per doz 
36 xX 36, $30.50 per doz 

Screws —A marked increase in the 


shortage situation is noted in screws. 
Certainly thére will be no immediate 
change in prices of a downward char- 
acter and there are some grounds for 
looking for a slight advance. 


We quote from jobbers’ stock f.o.b 
Chicago “lat-head bright screws T0290 
round-head blued, 6714-20 it-l iid japan 
6214-20: round-head brass, 57%c-20° flat 
head brass. 60-20 7 

Sash Weights —The situation is very 
acute. There is an aggravation of the 


shortage which has existed. Carload 
orders are accepted conditionally. 


We quote from jobbers 1 f.ob 
Chicago Sash weight in les than ton 
lots, $75 per tor tor rt hipment direct 
from the found: ubject to dela $73 


per ton 

Wheelbarrows.—There is a continued 
demand for wheelbarrows of all makes. 
Prices are holding steady. 





We quote fron imbbers’ stock fob 
Chicago: No. 4 tubular barrow teel 
$10.25 eAch: common bolted wood harrows 
$5 each bent angle leg garden barrows, 
$8 each 

Wire Cloth —“Almost off the mar- 


ket” about describes the situation, and 
no more is promised for this 


Poultry netting is almost sold out, too. 


season. 


We quote from . jobber 
Chicago Black painted wir cloth 12 
mesh, $2.25 per 100 sq. ft poultry net 
ting, galvanized before weaving, 49-10 per 
cent discount galvanized after weaving, 
1 per cent discount 


stocks fob 
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Office of HARDWARE AGE, 


Pittsburgh, July 18, 1920. 

NUMBER of price changes have 
I been announced in the past week 
and in all cases, they have been ad- 
vances. The most important is one of 
$5 per ton in all lines of wire products, 
except galvanized wire, by the Pitts- 
burgh Steel Co. Intimation of this 
advance was contained in the Harp- 
WARE AGE of July 15. Neither the 
Jones & Laughlin Steel Co., nor the 
Youngstown Sheet & Tube Co. yet has 
made any change from the prices named 
early in the year, when these compa- 
nies adopted a new card of extras. The 
American Stee] & Wire Co. holds both 
to the old price base, established March 
21, 1919, and still is operating on the 


old card of extras adopted Dec. 1, 
1896. Mill prices on wire products 
now are even less uniform than they 


have been, for the change by the Pitts- 
burgh Steel Co. means five separate 
sets of prices by the leading producers. 
This condition finds reflection in the 
jobbing prices of these goods, especial- 
ly in wire nails, where there is a 
spread in prices to retailers of more 
than $2 per 100 pounds. 

Although Pittsburgh jobbers are able 
to draw supplies of wire products from 


Mill and Hardware Supplies 


BARS—CROW— 


Wire Gauge Jobbers’ and R. S. 


PITTSBURGH 


the mills by motor truck and are fair- 
ly well supplied, this is relative rather 
than actual and none of them are able 
to more than partly supply the de- 
mands that are being made. All metal 
hardware goods are scarce, but this 
is particularly true of wire goods, 
where the recovery in production from 
the decline brought about by the strike 
of last Fall has been somewhat de- 
sultory. The refusal of the Corpora- 
tion to depart from the March 21, 1919 
prices is held by some factors to be an 
important cause for the shortage in 
wire products. It is contended that by 
holding down its prices, the independ- 
ent makers were not able to operate at 
what was considered a fair profit and 
this lessened the incentive to produc- 
tion. 

General hardware market conditions 
are not materially changed from those 
which have existed for some time past. 
Long and tedious Gdelays still attend 


the deliveries of practically all lines 
and few dealers either retail or job- 
bing are carrying anywhere nearly 


This is a serious handi- 
cap for the trade, for while there has 
been a considerable slowing down in 
the demands for some of the necessa- 
ries of living, this is not the case in 


complete lines. 





July 22, 


Saw Frames— 


Hardware Age 


hardware, where demands still are nv. 
merous and insistent and where con- 
stant advance in prices are having lit. 
tle effect upon purchases. With most 
buyers the need is so great that the 
price is of secondary importance. While 
hopes run strong of improvement in the 
railroad situation with the announce- 
ment of the award of the railway labor 
board through a return of the men sti]! 
out on strike and more efficiency as 
a result of more contentment among 
the men, few expect that the situation 
can be really good until the supply of 
railroad equipment has been materially 
increased and this is not looked for 
in the near future. 

Automobile Tires and Accessories.— 
While the demand for automobile tires 
is good, dealers’ stocks are so heavy 
and so little inroad is being made 
upon them that in their description of 
purchases they are not quite as enthv- 
siastic as they were recently. As a 
matter of fact, in view of the fact 
that this is the season when demands 
hevld be at their hivhest, some of the 
trade are beginning to become worried 
ard more or less cutting of prices is 
noted. In spite of the conditions, how- 
ever, intimations are heard of an early 
advance by some manufacturers. If 
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WASHERS—Cast— 


teel , 10 to 40 Ib., Blacksmith .....-++++00+ % % Iron, adj., per doz....... $4.00 Over “-inch, barrel lots, per.. 
ncislecmndagi ° "BY GIKe Brace Drills for Wood..... 45% Steel, ad., 8 to 12 im., per doz., 100 1b. $8.00 
Pinch Bars, 10 to 40 Ib., EMERY—Tarkish— 17.88 
8Y4@9Kve Out of market at present time. Steel adj., steel hdle., per o.,, a 

BELTING—LEATHER— Domestic. 16... ..cceesc0e- 11%¢ Adj. Pistol-Grip, per doz. .$21.22 Per 100 Ib. r 
Fyom No. 1 Oak Tanned Butts. HAMMERS AND “~~ ed $/16 fe . ae 
Belting, Ex. Hvy., 18 0z...35% SLEDGES— SCREWS ashers $13.30 12.3 ) 108 
Belting, Heavy, 16 of...... 40% ek. ere. 50% Coach, Lag and Jack— ante ae 
aeons. pg wet lh ae 50% Coach, Gimlet Point..... 20&5% nitsieeeemees : 

elting, Light, es lo A, tS 
— Se sisatiees. mt OILERS— Jack Screws— Agricultural ..... Pr TTere 334% 
on a sty aes tebe = ee eer ave’ /O REET BSG te eee eee wee wees e ‘ YY 
Cut en ted Lacing, Strictly rend Copper wine 8 Lon : Standard List 15% Alligator or Crocodile..... 50% 

We, Trascocigscversccess 45 Railroad, coppered....... 3314 % a DV FORE Succccvevccs 15% 
Leather Lacing Sides, “ sq. Chace, Zinc Plated....... 25% Set Dieeek de Stilison pattern........ 60&5% 

cies 17 34. fi. ond over. mare weesiscncehaninasiiepntilictie _—" Flat Head or "Round oo Genuine Walworth SN 

—— 50&10% 
Under 17 86. Focvcvcoces 45¢ PICKS AND wee Seneser ov Quit Raed tent, METALS— ™ 
Sabber— Railroad ..ccccccccccccves 20° 50&10% in— } 

~ eas ; de) 50&10% Contractors’ Picks....... ié% ‘i Fillister or Oval Head .40&10% i, ree Me 
nae ala Grade) 10810% ROPE— Reiet, Si aes Iron, F. y ee OD AS TO 58 @60¢ 

rrr (10% , 5081 

Eastern Retail Trade. Per tb. = Eds vv ee ener nnens 2 0 Copper— 
Best Grades .+- 200020000 35% Manila, % in diam. and larger: FR ihier or Oval Head...80% ee oe PP on 
BLOCKS—Tackle— Highest Grade ........ 31me Rolled meas Brass: nies RR dE EAE Pe 
Common wooden ....+++++- 15% Becond Grade occvecesoces 27¢ F. St DS Pear 0% “ va nd Se 19%¢ 
DEE hen ce dees caver eesene 15% Hecqwe’, Conte ‘ saanee -25%¢ Fillister v Oval Head...60% EE oii. ane ee eo eens 19%¢ 
isal, in. diam. and larger: 

Carriage a &e— Highest Grade ........... 23¢ Set and Cap— ee — 
=] ae. =  —-_—__ SACOMBD GITAGE. www renrene 7 oY epelter ....... ( 
Common Carriage (cut thread): sing Fey “Hide ond Pat. hiseon Flat Head, Iron .....+++++ 40% asst Meas HA bade. ennt 


sz 6, and smaller. .40&10% 
Ph. BB, San Be (rolled thread) : Medium and Coarse: 
¥% x 6, and smaller....+5% First quality, 23%4¢; second 
Larger or longer....... + 5% QUAY .ccscccoecrves 20n%¢ 
Phila. Eagle, $3.00 kst....60% She, Saves, Medium Lath 
Bolt Ends, H. P. Nuts "40% Yarns 
Machine (cut thread): First . oncesseneoes 23¢ 
« 4 and smalier...... 50% Second quality .....+++++ 20¢ 
arger or longer.......- 40% ~——- ore: tial 
es n. 
CHAIN—Proof Coil— 49 @50¢ 


Straight Link: 
$15.00; 6/16, 


American Coil; 
8/16, $18.00; \%, 


Medium, 6/16-in. and larger, 


47 @48¢ 


iste is i, of11-00; 57/16. Third Gr., S/16in. ond 

%, $9.50; %, $9.25; 1 In., a 4S@4h¢ 
No. 1 %in. and up.....19¢ 

DRESSING—Belt— No. 2, %-in. and up....i7%0 
Liquid im gal. cans gal..$3.00 

DRILL AND DRILL SAWS AND FRAMES— 
STOCK S— Hack— 

Twist, Bit Stock.......... 45% Saws, 6 to 14 in. inc...... 35% 

Tevist, Taper and Straight r Saws, Machine Blades, 
DD . cccvccccccescneee Y4% 12 80 14 GR. ccccces 10&10% 


Set (Steel) met advance over 


FVOM ccsvcccoccevcceces 25% 
Sq. Hd. Cap ....... ++» -60&5% 
Hex. Hd Cap.. 40% 

Fillister Head Cap. eee 45% 

' Wood 
Flat Head, Iron......67%&15% 
Round Head — pees te 0 
Flat Head, Brass ..... U&15% 
Round Head, Brose. “S794 818% 


Flat Head, Bronze. -$5&10810% 
Round Head, Bronsz 
$24 &10&10% 


STOCKS, DIES AND 
TAPS— 
De 5 os aenes nee oeasire ee 
Hand Taps, % to 1 tn... 
ao Taps, smaller than on 


M. * Re 4 Taps, No. 2 te 
eee eee eenee 5 


m *s. wy Taps, larger 45% 


1414¢ to 15¢. 


Lead— 

American Pig. Per 1b.10 to 10%¢ 
BOP cavcecsvces Per Ib., 11@14 
Solder 
% *, \% guaranteed ..... of 


netane 

Prices of solder indicated 4 
private brand vary according 
composition. 


apne _— 


Best grade, per Ib.......++ a 
Commercial pm, sas ID... 504 
Antimony— 

Asiatic, per Ib.......++- 9@i0 
Alauminum— 


No. 1 Aluminum (guaranteed ove 
99 per cent pure), in ingots for 
remelting, per Ib....85 to 3 
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July 


there is an advance, however, it cannot 
well be charged to a lack of supplies 
and hardly would be justified by the 
In spite of this condition, how- 
ever, still are tending higher in price 
and no easing down is observed in 
labor costs. Weakness in the tire mar- 
ket largely can be charged up to the 
manufacturers who urged heavy pur- 
chases by the distributors, and also 
to the fact that because of steel and 
coal market and transportation condi- 
tions there has been an enforced cur- 
tailment of the 1919-20 automobile 
building program. In general, accesso- 
ries are quite scarce and bumpers are 
in big demand and extremely hard to 


noted 


obtain. One dealer here who has an 
order in for 700 has received ship- 
ments amounting to only 100 since 


the placing of the order several weeks 
ago, and this experience is believed to 
be typical. Electric horns also are 
extremely short, makers being ham- 
pered by lack of raw material. Nuts 
are almost unobtainable in the auto- 
mobile sizes and four to six weeks is 
the best delivery that is being prom- 
ised on Weed chains. 


Axes.—Available supplies still are 
extremely limited as current receipts 
are being applied almost entirely 
against old orders. Since new busi- 
ness can be supplied only at a distant 
date, dealers are taking orders subject 
to prices at time of delivery, and quo- 
tations therefore merely are nominal. 


We quote from local jobbers’ stocks: 
single bit, base weights, axes, $16.50 per 
doz.; double bit, base weights, axes, $21.50 


per doz Sager handle single bit axes, 

$23.50 per doz.; Hiawatha boys’ handled 

axes, $14 per doz. 7 
Builders Hardware.—Although de- 


mands remain of extremely moderate 
proportions, the outlook for a better 
business is much improved by the fact 
that the strike of the building trades 
in Pittsburgh appears to be ‘in a fair 
way of settlement. A meeting between 
representatives of the builders’ and the 
carpenters’ unions arrived at a com- 
‘promise agreement on July 14, the 
builders agreeing to pay $1.20 per hr., 
effective at once, to continue until 
Sept. 15, when the scale will advance 
to $1.25 per hr. and continue in effect 
until May 31, 1921. It is believed 
that agreements will be reached with 
the other trades. 

Enameled Ware.—Leading makers of 
enameled ware have announced an ad- 
vance of 10 per cent effective immedi- 
ately. 

Fittings.—The leading manufacturer 
of malleable fittings has just announced 
an increase from plus 32, less 25 and 5, 
to plus 50, less 25 and 5. There is a 
marked scarcity of this class of goods 
and it is believed that other makers 
will follow the advance. 

Freezers.—Demands have reduced 
stocks in the hands of both jobbers 
and retailers to negligible proportions 
and while some are available at the 
manufacturing plants, shipments are 
extremely small because of the lack of 


ree railroad transportation facili- 
ies. 





Incubators.—Advances of 25 to 36 
per cent have just been announced. All 
makes are included in the advance, the 
basis for which is the high cost of 
lumber. 

Iron and Steel Bars.—Prices are un- 
changed on both iron and steel. bars, 
but the market still must be said to 
be extremely strong, for while pro- 
duction -is at a fairly high rate, the 
shortage of cars is keeping down de- 
liveries to a minimum, and jobbers’ 
stocks seriously are depleted. 

Prices in carloads and larger lots 
about as follows: Steel bars rolled from 
billets at 2.35¢., this being the price of the 
Carnegie Steel Co. for very indefinite deliv- 
ery, likely not before first quarter of next 
year. Other mills rolling steel bars from 
billets quote from 3c. to 4c, at mill, prices 
depending entirely on the buyer and the 
delivery wanted. The demand for concrete 
reinforcing steel bars is slow; we quote 

when rolled from billets, at 4c. to 

and from old steel rails at about 
to 3.75¢e. at mill We quote common 
bars at 4.75c., and refined iron bars, 
5e. in carloads, f.o.b. mill, Pittsburgh 

Nuts, Bolts and Rivets.—The supply 
situation as far as the jobbers and 
retailers are concerned is still very 
acute, as demands upon them have been 
heavy and from the lack of fresh arri- 
vals of any account, their lines are 
badly broken up. Nuts are especially 
hard to obtain, for on account of the 
extra labor involved, makers are _ in- 
clined to put such raw material as they 
are getting into bolts and rivets, which 
are more easily made. Makers in th's 
vicinity are able to motor-truck sup- 
plies of rods, bars and drawn wire, 
but this is costly and not altogether 
satisfactory, since their back orders 
are large and they need very much more 
material than they are getting to make 
any appreciable headway against their 
obligations. Base price on track bolts 
has been advanced Ic. a lb. to 7e. 


ire 


Large structural and ship rivets, $4.50 
base: large boiler rivets, $4.60 base: small 
rivets, 45 per cent off list 

Small machine bolts, roll) d threads, 40 
and 5 per cent off list; same sizes in cut 
threads, 30 and 10 per cent off list; longer 
and larger sizes of machine bolts, 30 per 
cent off list. 

Carriage bolts, %-in. x 6-in.: Smaller 
and shorter, rolled threads, 30 and 10 per 
cent off list: cut threads 30 per cent off 
list; longer and larger sizes, 25 per cent 
off list. Lag bolts, 45 per cent off list 
Plow bolts, Nos. 1, 2 and 3 head, 35 per 
cent off list: other style heads, 20 per cent 
extra 

Machine bolts, c.p.c. and t. nuts %-in. x 
4-in.: Smaller and shorter, 30 per cent off 
list: longer and larger sizes, 20 per cent 


off list; hot pressed and cold pressed sq. or 
hex. blank nuts, $1.50 off list: tapped nuts, 


$1.00 off list 

Semi-finished hex. nuts. U. S. S. and 
S. A. E.: ™%-in. and larger 50 and 10 per 
cent off list; 9/16-in. and smaller, 50 and 
10 per cent off list; 9/16-in) and smaller 
A. L. A. M. or S. A. E., 60 and per 
cent off list. 

Stove bolts in packages, 60 and 10 per 
cent off list; stove bolts in bulk. 60, 10 and 


2% per cent off list; tire bolts, 50 per cent 
off list; track bolts, 7c. base 
One cent per Ib. extra for 

Rivets in 1090-Ib kegs 
prices carry standard 
Pittsburgh 


Oil Stoves.—Only a small part of the 


less than 200 
extra 


f.0.b. 


25e 
extras 


current demand can be satisfied, as 
makers in common with all manufac- 
turers using sheet metal are unable 


to obtain sufficient supplies of the lat- 
ter and are several months behind in 
their shipments. The camping season 
being at its height, the demand is of 
huge proportions. 





ver 


Rat and Mouse Traps.— Dealers here 
report that it is extremely difficult, and 
some that it is impossible, to obtain 
supplies of the French pattern traps. 
One explanation is that since the 
rodents carry disease an cam- 
paign for their extermination is on in 
the South, and that practically all of 
the current output of makers is going 
into that section of the country. The 
more plausible advanced for 
the scarcity, however, is the difficulty 
manufacturers having in obtain- 
ing supplies of wire. A big advance 
recently is announced in Hold-’em wire 
traps. 


active 


reason 


are 


Rim Locks.—The cheaper lines have 
been advanced 10 per cent. 


Sheets.—Although a number of deal- 
ers of sheet steel are running at a 
low rate of capacity, this condition in 
no wise reflects any slowing up in the 
demand for the products of sheet steel, 
but rather that on account of the short- 
age of cars, manufacturers are unable 
to ship more than a small part of their 
products against old contracts. Ex- 
tremely high prices prevail on the small 
tonnages being sold for early delivery, 
and apparently no easing in prices can 
be expected until transportation condi- 
tions are more nearly normal, for in 
the absence of shipments from regular 


sources secondary manufacturers no 
doubt will continue to seek spot sup- 
plies. 

We quote No, 28 gage box annealed one 
pass black sheets at 4.35¢. to Xe No. 28 
galvanized, 5.7(« to ind Nos. 9 and 
10 blue annealed at 3.55e. to 7e., the lower 
prices named being the March 21 schedules, 
which are still named by the leading inter 
est, while the higher prices represent 
quotations by ome of the inde pendent 
mills 

Stove Pipe and Elbows.—lIncreased 


cost of raw material and the great dif- 
ficulty in obtaining supplies find re- 
flection in advances of from 20 to 25 
per cent which have just an- 
nounced. 


been 


Tin Plate.—Having granted car pri- 
ority for the movement of tin plate to 
the makers of perishable 
which has removed 
a shortage of tin 


food contain- 
the danger of 
for this pur- 
pose, the Interstate Commerce Commis 
sion last week turned down a request 
for further preferential treatment in 
the matter of cars for tin plate ship- 
ments. This means that users of tin 
plate for other purposes cannot expect 
an early or material improvement in 
their shipments, especially in view of 
the that box again 
short supply the order di 
recting such equipment into the grain 
producing sections. 

We quote tir plate to don 


sumers for remainder of the 
at $7 to $850 
I 


ers, 


cans 


fact cars are in 


pecause of 


estic con- 


le yvear delivery 
hox, stock items $9 to 
d for export $11 to $12 per 
f.o.b. Pittsburel 

Wire Cloth and Poultry Netting.— 
Available supplies continue grossly in 
adequate as manufacturers have not 
yet completed shipments against initial 
orders placed in Sentember and October 
of last year, while the demand in both 
products is holding up unusually late 
this year. Explanation for the short- 


base 
$10, an 


hox. a 


base 
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age is to be found in the backwardness 
of shipment of the finer gages of wire 
from the mills. 

Wire Products.—The Pittsburgh Steel 
Company has issued a new price card, 
effective July 12, advancing prices of 
the various wire products about $5.00 
per ton. This company now is quoting 
wire nails at $4.25 base per keg; an- 
nealed wire at $4.00;- galvanized wire 
at $4.45; galvanized barbed wire at 
$4.95. The base prices of the Cambria 
Steel Co. are about $5.00 per ton above 
those of the Pittsburgh Steel Co., but 
the Youngstown Sheet & Tube Co. 
and the Jones & Laughlin Steel Co. 
still are holding to the prices named 
early in the year, of $4.00 base per keg, 
for nails; $3.70 for annealed wire. Job- 


bers in this district are fairly well 
supplied with most wire products 
due to the fact that they are able, 


by virtue of their close proximity to 
the mills, to draw supplies by motor- 
truck. Wire brads are extremely scarce 
and apparently no relief is in sight, as 


makers are from four to eight months 
behind in their deliveries and are ap- 
portioning current production. 

We quote from jobbers stocks: Wire 
nails, $3.90 to $6.00 base per keg; an- 
nealed wire, base sizes, $3.65 to $4.25 
per 100 lb.; galvanized wire, $4.35 to 
$4.95; galvanized barbed wire, $4.80 to 
$5.40; wire brads, 50 to 70 per cent off 
list; woven wire fencing, out of stock, 
50 and 5 per cent off list. 

Wood Screws.—Makers have just an- 
nounced an increase of 10 per cent, ex- 
planation for which is to be found in 
searcity and high cost of raw material. 


Wrenches.—Makers of Stillson pat- 
tern wrenches are reported to be four 
to six months back in their deliveries 
and some talk of higher prices is be- 
ginning to be heard. 


Wringers.— American and _ Lowell 
makes have been advanced, but the in- 
crease does not include rolls, prices of 
which are unchanged. Higher labor 
costs explain this change. 


TWIN CITIES 


MINNEAPOLIS AND ST. PAUL, 

July 13, 1920 
_— has been a sudden slowing 
up in retail hardware sales, and in 
fact in all retail sales. The depart- 
ment and clothing stores have been 
able to stimulate sales by price cut- 


ting, which can not be done very well 
in the hardware game, While it is 
customary for sales to drop off in 
July and August it does not come as 


suddenly as a rule as was the case 
since July first. 
However, there is a decided im- 


provement in the building situation 
as contractors have been able to hire 
laborers on the “open shop” principle, 


and construction, as far as buildings 
in progress is concerned, is rapidly 
coming back to normal. 

On account of the declines in the 


tock market and declines in wool and 


hides the general public has taken 
to the “waiting game” hoping for 
price reductions. There is no reason 


to believe there will be any decline in 
*s in the hardware lines, as man 


pri 3 
ufacturers are so many months be- 
hind that if no new business came in 


it would still take a long time for pro- 
duction to meet the demand. In fact, 
the prices of goods that have not ad- 
vanced are standing firm, and will ad- 
vance rather than decline. 

Until recently there seemed to be 
a slight improvement in receipts of 
shipments, but the measures _ being 
taken to insure crop movements have 
resulted in making more delay than 
ever in receiving small freight con- 
signments. 

Auto Accessories.—Sales continue 
very good, in fact, amount invested in 
stock considered, it is the best paying 
line a hardware store of any size can 
handle. With the exception of the 
coldest months in winter there is us- 


ually a fair volume of business. 


Chains.—Jobbers are advising their 
customers to place orders early for 
Fall delivery, as, according to their 


advices from the factory there will be 
a shortage of chains during the Fall 


and Winter. No price changes re- 
ported. 

We quote from local jobbers’ stocks for 
fall delivery, lots of 12 to 50 pairs, 33% 


per cent; lots of 100 pairs, 3344-5 per cent 
from standard lists 

Tires.—Sales remain very good al- 
though the cold weather and the heavy 
rains of the past week have prevented 
much country driving, and consequent- 
ly tends to slow up sales somewhat. 

Builders’ Hardware. — Contractors 
are resuming operations on buildings 
which were under way when the strike 
was called, but there is very little new 
building in prospect, brought about by 


labor uncertainty and high interest 
rates on loans. 
Bolts.—Stocks of bolts are still in 


bad shape, especially on all small sizes, 
and there is no immediate prospect of 
improvement. There has been no price 
change since last report. 


We quote from local jobbers’ stocks 
Small cariage bolts, 10 per cent; large 
carriage bolts, 5 per cent; small machine 
bolts, 20 per cent; large machine bolts, 10 
per cent; stove bolts, 50-5 per cent: lag 
screws, 30 per cent; plow bolts, 20 per 
cent 


Screens Doors and Windows.—Sales 
are dropping off in this line as the sea- 
son advances. 


We quote from local jobbers’ stocks 
Common 2.8 x 6.8 screen doors, $29.40 per 
doz fancy 2.8 x 6.8 sereen doors, $44.20 
per doz Sherwood adjustable 24-in. win 
dow screens, $9 per doz.; Wabash, exten 
sion, 24-in. window screens, $7.70 per doz 


Eaves Trough, Conductor Pipe and 
Elbows.—In spite of the fact that sales 
have been slow for some time jobbers’ 
stocks are badly broken. No _ price 
changes reported. 

We 
Kave 
bead 


quote from local jobbers’ stocks 
trough, 28-ga., 5-in. lap joint, singl« 
$9.50 per 100 ft.:; conductor pipe, 28 
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ga., corrugated, 3-in., $9 per 100 ft. 
elbows, 3-in. corrugated, $2.16 per doz 


Files.—Sales remain active. Jobbers’ 


stocks are badly broken as on some 
sizes no shipments have been received 
for several months. Many sizes are 


very difficult to obtain. Notwithstand- 
ing this fact there has been no recent 
price change. 

We quote from local jobbers’ st 
Nicholson files, 45-5 per cent; Rive 
and Arcade brands, 50-10 per cent. 

Freezers.—Sales of freezers are not 
as active in a retail way as could be 
desired, although jobbers report their 
stocks practically cleaned up. No price 
change since last report. 


ks; 


side 





We quote from local jobbers’ stocks 
White Mountain, 4-qt. ice cream freezers 
$4.95 each; White Mountain, 8-qt. ice cream 


freezers, $8.10 each. 

Galvanized Ware.—Shortage in this 
line still exists with no immediate pros- 
pect of improvement. In fact, as steel 
mills usually close down during part 
of July, the situation will no doubt be 
more serious than at present in all steel! 


lines. No price changes reported. 
We quote from local jobbers’ stocks 

Standard No. 1 galvanizea tubs, $12.90 per 

doz; standard No. % $14.50 per oz; 


standard No. 3, $16.90 per doz.; heavy No 
1 galvanized tubs, $21.50 per doz.; heavy 
No, 2, $22 per doz.; heavy No. 3, $23.50 
per doz.; standard 10-qt. galvanized pails 


$4.50 per doz.; standard 12-qt., $4.95 per 
doz.; standard 14-qt.; $5.60 per doz. 
standard 16-qt. stock, $8.50 per doz.; 


standard 18-qt. stock, $9.80 per doz. 

Glass and Putty.—Demand remains 
active for this late in the season. No 
price changes reported. 

We quote from lodal jobbers’ stocks 
76 per cent and 78 per cent from standard 
lists. Putty 5%4c. per Ib. 

Hose.—The season for active sales 
of garden hose is practically over. The 
sales for the balance of year will be 


very largely to garages and shops. No 
price changes reported. 

We quote from local iobhers' tacks 
Best grade moulded hose, %-in., at 17% 
per ft.; %-in, at 18e" per ft.: m un 
grade moulded, %-in., 14c. per ft.; %-in 
l5ec. per ft.; Competition 3-ply hose, -in 
lOc. per ft.; %-in., 12c per ft. 


Lawn Mowers.—There was scarcely 
a dealer in the Northwest who had a 
sufficient supply of lawn mowers to 
meet the heavy demand, despite the 
prevailing high prices. The demand 
is, of course, practically over for this 
season. Jobbers and manufacturers 
are taking orders now for next season's 
needs and the prevailing opinion seems 
to be that orders should be placed 
wherever guaranteed prices can be ob- 
tained, with protection against possi- 


ble declines. Because of the season 
being practically over no further re- 
ports will be made on this item for the 
present. 

We quote from local jobbers’ stocks 
Philadelphia, styles C and FE, also style K 
25 per cent; Philadelphia, style A, ) per 
cent; Riverside ball bearing, 16 in., $7.49 
each, net 


Nails.—Shortage of nails shows n0 
improvement and the situation is very 
acute. - Had building work continued 
as heavy as last Fall and Winter, there 
is no question but that shortag« of 
nails would have presented comp'ction 
of buildings. Even with the mall 
amount of building work going on | 
is impossible to keep customers sup 
plied with the popular sizes. While 
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independent mills have raised their 
prices, local quotations remain the 
same. 
We te from local jobbers’ stocks 
St wire nails, $4.45 per keg base; 
nails, $5.50 to $6 per keg base 
Paper.—The scarcity in the building 
paper. line still continues with no im- 


mediate prospect of betterment. Prices 
quoted by jobbers increased on some 
papers. 

A jobbers’ stocks: 
I No. 2 tarred felt, $5.05 per cwt.; 
B threaded felt, 500-ft. rolls, $2.49 
pe Slater’s felt, $1.68 per roll; No 
I 


ote from local 


sin, $1.30 per roll; No. 25 red 
60 per roll; No. 30 red rosin, 
roll 


Rope. 








Sales on rope remain steady, 
with price remaining same as last. No 
shortage has developed in this line as 
ye 

We quote from local jobbers’ stocks: 
Cr in manila rope at 29c. lb. base; 
Cc in sisal at 20c. Ib. base. 

Sandpaper.—There is no improve- 
ment in the shortage of sandpaper. 
Mills are several weeks behind. 

We juote from local jobbers’ stocks 
Best 5 de, No. 1, per ream, $7.20; second 
grade, No, 1, per ream, $6.50 

Sash Cord.—Demand for sash cord 
still continues, with shipments from 
factories being made very _ slowly. 
Prices as last. 

We quote from local jobbers’ stocks: 
Solid cotton sash cord No. 8, $1.17 per 


Ib.; cheaper grade sash cord, 8c. per Ib. 

Sash Weights.—There is somewhat 
of a scarcity of sash weights in this 
territory. The only large foundry cast- 
ing these in Minneapolis has stopped 
entirely on casting of sash weights. 
The other foundry is asking $4.50 per 
CWT. In spite of this the local job- 
bers’ prices have not changed.. 

We quote from local jobbers’ 
$4.00 per ewt, 

Screws.— Shortage of stocks of 
screws of all kinds shows no sign of 
improvement. This shortage has up 
to the present been mostly in machine 
screws, but stocks of ordinary bright 
screws are now becoming badly broken 
No price changes since last reported. 


stocks: 


_We quote from local jobbers’ stocks 
Flat-head bright screws, 70 per cent: 
round head blued screws, 65 per cent; flat- 
head japanned screws, 60 per cent: fiat- 
head brass screws, 55 per cent; round head 
brass screws, 55 per cent; iron machine 
an co eal cent; brass machine screws, 
J) per cen 


Solder.—Sales are rather slow on 
this item during this season of the 
year. No price change reported. 


We quote 
Half and half 


Steel Sheets.—Shortavge on this item 
is as acute as ever especially on light 


from iocal 


older, > 


jobbers’ stock 
c. p 


Wy per lb 


weight sheets. No price change re- 
ported. 

We quote from lo jobbers’ stocks 
Black sheets at $9.50 base, and galvanized 
sheets at $11 base. 

Tacks.—Sales on tacks have been 


very good. Jobbers’ stocks are becom- 
ing broken, but they report shipments 


on the way. No price changes have 
been reported. 

We quote fron ocal jobber tock 
America cut, 5 02., 2 I doz tinned 
carpet, S OZ., Su per doz blued irpet, 

} 
ibl 


double 


8 oz., T6c. per Ib 
39%c, per Ib. 


point ll 02 


Tin Plate.—The local stocks are very 


low, with no immediate prospect of 
betterment. Prices are steady as last 
quoted. 

We quote from local jobber stocks 
Furnace coke ICL. 20 x 28, $19 per box 
roofing tin, IC, 20 x 28, S-Ib coating 
$18.50 

Washers.—Sales are at normal and 
prices remain the same as last re- 
ported. 


Wheelbarrows.—Demand is fair, with 
a shortage of stocks in hands of job- 
bers. No price change reported. 


We quote from local jobbers’ stocks 
Fully bolted,. wood tra'y, $56 per doz 
tubular steel, $9.15 each garden, wood 


$81 per doz., or $7 each 

Wire Cloth. 
very badly broken. It is impos 
obtain widths over 48 in. in the 
City. As the height of the season is 
over jobbers are, of course, pleased to 


Jobbers’ stocks are 
ible to 


Twin 


get their stocks cleaned up so well. 
No price changes reported. 
We quote from local jobbers’ stocks: 


lack, 12 x 12 mesh, $2.50 per 100 sq. ft 
galvanized, 12 x 12 mesh, $3 per 100 sq. ft 

Wire.—As previously reported there 
is practically no wire on the local mar- 
Such shipments as are received 
are immediately absorbed. 


kets. 


CINCINNATI 


Office of HARDWARE AGE, 


Cincinnati, July 17 

THE month of July, generally con- 

sidered a dull one in hardware cir- 
cles, has up to this time been an ex- 
ception to the rule, and while jobbers 
report that in the last few days there 
has been a slight slackening in busi- 
ness, they attribute this to the fact 


that a number of their salesmen are 
off on vacations, and the trade is not 
veing covered as completely as here- 
tofore. On the retailer’s side, business 
'S brisk, so much so that dealers cannot 


account for it, except by the fact that 
people have more money to spend than 
over before, and are taking advantage 
of the opp rtunity to equip their homes 


We quote from 1 jobbers’ stocks 
Black annealed wire, $4.20 per cwt gal 
vanized annealed wire, $4.90 per cwt 
painted cattle wire, 80-rod spools, $3.73 
per spool galvanized cattle wire, 80-rod 
spools, $4.28 per spool; painted hog wire, 
80-rod_ spools, $4 per spool; galvanized 
hog wire, 80-rod, spools, $4.57 per spool 
‘with every possible comfort and con 


venience. 

Price advances are coming in more 
slowly than usual, and jobbers and 
dealers alike are hopeful that the peak 
has been reached. They do not, how- 
ever, look for lower prices to prevail 
this year. There is evidence on the 
part of dealers of more conservative 
buying, and where formerly they were 
willing to buy for some months ahead, 
it is getting to be more and more the 
general practice to purchase only for 
their immediate needs. 

The transportation situation is an 
awful handicap to the jobbers. Goods 
ordered many months ago have not ar- 
rived as yet, and even cars loaded at 


10] 


two months 
One jobber 
takes about four times 
car from the East 
to Cincinnati as it did in pre-war days. 
Some cars, which in normal times 


and billed out 


transit. 


factories 
ago are still in 
reports that it 


as long to move a 


would reach their destination in five 
days, are now on the road for forty- 
five. The worst feature of this situa- 
tion, according to some jobbers, is the 


amount of money tied up in these ship- 


One jobber estimates that he 

has over $50,000 tied up in this way. 
There promises to be an acute short- 
and shovels, 

carriage bolts. 


nents. 





age of bale ties, scoops 
oofing paper and smal] 


Jobbers report that it is practically im- 
possible to get manufacturers of these 
nes to take on any more orders. Man- 


ufacturers of also not in- 
clined to make new contracts. Diff- 
culty of securing raw materials, high 
labor costs and uncertain conditions 
generally make it almost impossible 
for them to figure out their costs, and 


screws are 


for this reason a great number of them 
are advising the trade that on all o1 
ders which they may see fit to take 
prices ruling at time of shipment will 
be in force. Stove manufacturers also 


state that there will be a shortage this 


fall, and a local manufacturer has re- 
called his men from the road, as he 
that orders taken up to July | 
will keep him busy for the balance of 
the year. 

The Pittsburg Steel Co. has notified 
the trade that effective on July 12 
prices on nails will be advanced 25c. a 
keg. The American Wringer Co. ad- 
vises that their prices have advanced, 
but the new ones have not been re- 
ceived. The Hot Point line have ad- 
vanced approximately 74, per cent and 
local jobbers have put the new list of 
the Enterprise line into effect. 


States 


Alarm Clocks.—Th¢ 


gards deliveries remains 


Situation as re- 
unchanged 
One jobber who had 1200 clocks on or 


der was allotted 144, and these were 
quickly snapped up by dealers, who 
have still a large number on back or- 


der. Manufacturers are reported to be 
anywhere from three to five months 
behind on their orders. There is a ready 
sale for alarm clocks, and prices, which 
it was anticipated would show an ad- 
vance, are unchanged. 


Axes.—Buying for fall delivery has 
been fairly good Jobbers report that 
there will be a scarcity of axes, and 


been fortunate enough 
to have their orders accepted by manu- 
facturers, it certain 


while they have 


s by no means 


they will be able to get deliveries. 
Prices are unchanged. 

Jobbers quote 33 to 4% b handled 
LXe single bitted, $22.7 1oOz 


Aluminum Ware.—Judging by the 


1 


shipments received during the past two 
weeks manufacturers of aluminum 
ware are apparently standardizing 
their methods of manufacture. The 


local market has been flooded with alu 
minum sauce pans, to the exclusion of 
every other utensil. 
ful that in time 


Dealers are hope- 
manufacturers’ will 





102 


catch up with orders, and enable them 
to replenish badly depleted stocks. 
While prices are high, there is a big 
demand for aluminum goods, and stocks 
are in poor shape. 

Automobile Accessories.— After a 
quiet period, business in this line is 
picking up nicely. Spark plugs and 
tires are in good demand, and touring 
parties are having their cars fitted with 
many different accessories to ensure 
them every comfort. Prices as a rule 
remain stationary, and no advances are 
reported. 

Builders’ Hardware.—This line is ex- 
tremely quiet, as no building of any 
consequence is going on in this district. 
Jobbers are still experiencing difficulty 
in placing orders, and shipments from 
factories are very slow. 

Barbed Wire and Fencing.—At the 
present time business is not as brisk as 
it has been, as most of the farmers are 
busily engaged in the fields, and have 
no opportunity to purchase goods. This 
seems to have no effect on the demand 
from outside dealers, however, and 
jobbers are being besieged with orders 
for fencing so that they will be able 
to take care of the fall demand. Ship- 
ments do not improve to any extent, 
and jobbers’ stocks are absolutely gone. 
Prices remain the same as quoted last 
week. 

Jobbers quote 6-in 2-pt cattle wire 
$4.35 per spool; 4-pt., $4.65; 2-pt. hog wire, 
$4.65; 4-pt., $4.95. 

Carbon Drills. —The demand for 
drills is improving and jobbers are in 
a fairly good position to meet it. Ru- 
mors of an advance in prices are circu- 
lated, but nothing definite has been re- 
ceived from manufacturers. 

Jobbers quote carbon drills at 35 
per cent off list. 

Glass.—Jobbers report that there is 
an absolute famine in window glass, 
and none is being received from fac- 
tories. Stocks are being heavily drawn 
upon, and at the present rate will soon 
disappear. No improvement is now 
looked for until after the hot weather, 
as a large number of the factories are 
closed down for repairs and will not 
reopen until cooler weather sets in. 
Prices remain the same as quoted last 
week, the prevailing discounts being: 
per cent off; double 


Best grades of 
and ordi- 


and 10 


Single strength A, 77 
strength A, 79 per cent off 
putty are quoted at 7c. per Ib 
nary grades at from 5 to te 


Galvanized Ware.—The shortage con- 
tinues, with demand good. Sheet metal 
manufacturers report that they are ex- 
periencing extreme difficulty in secur- 
ing galvanized sheets from mills, and 
that there will be a shortage for some 


time. Prices are unchanged, the antici- 
paied advance not having come 
through. 

Jobbers are now quoting: Galvanized 
pails, 10-qt., $4.45 per doz.; 12-qt., $4.90 
per doz.; 14-qt., $5.45 per doz.; 16-qt., 
$6.65. Galvanized tubs, No. 0, $10.25 per 
doz.;: No. 1, $12.60; No. 2, $14.25; No. 3, 
$16.60. 


Files.—The demand is steady, and 
stocks are in good shape to take care 
of it. Prices are unchanged, the pre- 
vailing discounts being 45 and 5 off. 

Freezers.—Retailers report that de- 


mand for ice cream freezers continues 
excellent. The season is_ practically 
over as far as jobbers are concerned, 
though they are receiving requests for 
additional shipments. In order to be 
sure of securing their supply for next 
year, several jobbers have already 
placed their orders at prices ruling at 
time of shipment. 

Eaves Trough and Conductor Pipe.— 
Shortage of sheets continues to handi- 
cap local manufacturers, and the short- 
age is acute. Prices, however, show no 
change, and jobbers are still quoting: 

Eaves trough, 29-gage, 3-in. lap joint, 
single bead, $9.50 per 100 ft.; 29-gage, 3-in. 
corrugated conductor pipe, $9.50 per 100 ft. 

Ice Skates.—A number of dealers 
have already placed their orders for 
next winter’s supplies. They have been 
advised that there will undoubtedly be 
a shortage of skates, and first orders 
placed will be served first. Prices have 
been withdrawn by some manufactur- 
ers, and others are quoting on the basis 
of those ruling at date of shipment. 


Flashlights and _ Batteries.—While 
these items are quiet just now, jobbers 
report that within the past few weeks 
buying for fall delivery has been heavy. 
The educational campaign conducted by 
several manufacturers is showing re- 
sults, according to dealers, who antici- 
pate heavy sales during the fall and 
winter months. 

Lawn Mowers.—Sales are still fair, 
and stocks badly broken. Several job- 
bers report that their stocks have been 
cleaned out, and are placing orders for 
next year. 

Machine Bolts, Nuts and Screws.— 
There is a famine in semi-finished nuts 
and small carriage bolts. Manufactur- 
ers generally are three to five months 
behind with deliveries. Screw manu- 
facturers, on account of the difficulty 
of securing raw materials, and — high 
labor costs, are reported to be not anx- 
ious to make contracts, and it is ex- 
tremely likely that when orders are ac- 
cepted prices ruling, at times of ship- 
ment will prevail. Prices show no 
change from those reported last week. 
Jobbers quote: 


Machine bolts, all sizes, 15 and 5 per 
cent off list. Carriage bolts, all sizes, 10 
and 5 per cent off. Stove bolts, 50, 10 and 


10 off. Semi-finished nuts, larger sizes, 
30 and 10 per cent off; smaller sizes, 35 
and 10 per cent off. Lag screws, 30 and 10 
per cent off. Wood screws, 70 and 20 off. 


Paints and Oils.—Local manufactur- 
ers report one of the biggest paint 
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years in their history. Retailers, too, 
report business continues heavy. The 
heavy demand for paint is accounted 
for partly by the fact that much of 
this work was held up during the war, 
and partly to the educational campaign 
conducted by the paint manufacturers 
with their slogan of “saving the sur- 
face.” This year will exceed all pre- 
vious years in the matter of paint 
sales, according to local manufacturers 
and jobbers. Sales to date are far 
ahead of any previous year, and enough 
business is in sight to keep factories 
running steadily for the balance of the 
year. 

Prices continue firm. Linseed oil is 
quoted at $2.15 per gallon, turpentine at 
$2.40 and white and red lead at lé6c. 

Rivets.—Al]l sizes are scarce, and de- 
mand good. Manufacturers are quot- 
ing three months’ deliveries, which, 
with the time lost in transportation, 
means that four months will elapse be- 
tween the time of placing of orders 
and the receipt of the goods. Prices 
are firm. Jobbers quoting 30 and 5 off 
list. 

Roofing Paper.—According to local 
manufacturers there will be a scarcity 
of roofing paper in this country this 
fall, as extreme difficulty is being ex- 
perienced in securing raw materials. 
Prices are being firmly maintained, 
with prospects of an advance being 
made in the near future. 


Wire Cloth.—A local jobber received 
another car of wire cloth this week and 
it was all disposed of within two days. 
The demand is still very active, and 
both retailers and jobbers’ stocks are 
practically exhausted. Prices show a 
spread, some jobbers quoting black 
painted wire cloth, 12-mesh, at $2.40 
per 100 sq. ft., while others are asking 
$2.50. Price does not enter into the 
matter, however, if the material can 
be obtained. 


.Wire Nails.— The shortage contin- 
ues, but jobbers report that the edge 
has been worn off the demand. The 
Pittsburgh Steel Co. has advanced its 
prices on nails 25c. a keg effective July 
12. Advancing costs is given as the 
reason. A _ Pittsburgh broker, who 
states that he is trucking nails from 
mills unable to ship, is offering nails 
in the local market at $5.50 per keg 
base. Local jobbers, however, main- 
tain their price at $4.50 to $4.75 per 
keg base. 


BOSTON 


Office of HARDWARE AGE, 
Boston, July 17. 
EMARKABLY few price changes 
of importance are reported in the 
local wholesale hardware market this 
week. Among the jobbing interests there 
is growing the feeling that the market 
has reached a resting point, tempo- 
rarily at least. In the jobbing district, 
especially the shelf hardware, there 
has been more activity of late because 
of slightly freer receipts of finished 


goods from points outside New Eng- 
land. The goods received are season- 
able and badly needed by the retail 
trade, the latter still reporting a good 
business notwithstanding the vacation 
period with consumers is started. 
Some of the New England manufac- 
turers of hardware are short of raw 
material, coal, etc. In fact, some of 
them are just skimming along on sup- 
plies and unless the situation is mate- 
rially relieved within the immediate 
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factories will have to close, or 
at least some departments. A serious 
shortage of labor is also noted in 
tions of these states, and the 
of all these things ex- 
goods are not manufac- 
tured faster. The hardware manufac- 
turers do not lack business. On the 
contrary, some of the most important 
have suflicient unfilled tonnage on their 
to keep them operating at pres- 
In trying 


future, 


some sec 
combination 
plains why 


books 
ent capacity many months. 


to devise means to increase produc- 
tion, one of the most common prac- 
tices among the manufacturers is to 


eliminate all numbers that cannot be 
classed among the popular sellers. 
Collections are becoming slower and 
slower, and while the liquid assets 
position of the banks unquestionably 
is much easier than it was two months 
or so ago, they are still curtailing loans 
wherever possible. In certain quarters 
here it is believed the money stringency 
is making for a slowing up of business 
in general. On the other hand, some 
students of business matters feel we 
are passing through the worst right 
now, and that beginning next month 
general conditions should slowly mend. 


Barn Door Rails.—An advance in 
Lane’s O. N. T. barn door rails is an- 
nounced. The local jobbers are now 
quoting the rails at 8'2c. per ft. 

Bolts and Nuts.—The bolt and nut 
supply situation appears to be a little 
easier here. Some of the manufactur- 
ers are beginning to ship in part of or- 
ders placed by local jobbers six and 
eight months ago, and there is some 
accumulation of certain kinds and 
sizes. Semi-finished nuts continue 
scarce, especially the S. A. Es. Stove 
bolts also are not one bit more plenti- 
ful than they have been right along, 
and the manufacturers are still indis- 
posed to accept new business until they 
have filled more of the orders they have 
on their books. Tire bolts, especially 
4 in., are badly needed, the demand 
being considerably in excess of the 
supply. Local jobbing quotations on 
Eagle carriage bolts have been ad- 
vanced approximately 20 per cent. 


We quote from jobbers’ stocks: Machine 


bolts with H. P. nuts, 4 x % and smaller, 
list: 44% x % and larger, list; machine 
bolts, C. T. & D. nuts, 4 x ™% in. and 
smaller, list plus 10 per cent; 4% x % in 
and larger, list plus 10 per cent; com- 
mon carriage bolts, 6 x % and smaller, 
list plus 10 per cent; 64 x % and larger, 
ist plus 10 per cent; tap bolts, list plus 
0) per cent; stove bolts, large quantities, 
per cent discount; bolt ends, list; tire 
bolts, 1%, 1% and 2 in. x 3/16 in., 45c. 
ber 100 net, other sizes, 30 per cent dis- 


count; semi-finished nuts, 9/16 and smaller, 


30 per cent discount; 5% and larger, 30 
per cent discount; finished case hardened 
nuts, 30 per cent discount; H. P. square 
blank in full keg, tapped: hexagon blank 
and tapped: C. FP. CG. & T. square blank, 
apped; hexagon blank and tapped, list 
Dius 4e 

Builders’ Hardware.—Taking New 


England as a whole there has of late 
been a considerable increase in the 
number of permits issued for new 
homes, It is believed that building 
will still further increase, provided the 
railroads are able to get the required 
brick, cement, ete., into these states. 
At the moment there appears to be 





more build.ng going on in Connecticut 
than elsewhere in New England. Many 
of the large manufacturing interests 
in that state are doing everything in 
their power to encourage home build- 
ing among employees. The other day 
a New York firm of contractors secured 
permits to build thirty-one two-family 
houses at an estimated cost of $11,000 
each, and four single houses at an es- 
timated cost of $6,000 each, in Hart- 
ford alone The manufacturers of 
builders’ hardware have a large amount 
of unfilled business on their books, but 
comparatively little raw material and 
labor, consequently production is more 
or less restricted. 

Cultivators —One of the leading 
manufacturers of cultivators has issued 
its next season price list, which is prac- 
tically the same as the one now in 
vogue. Here is one manufacturer, at 
least, who believes that the public de- 
mand for hardware will continue ex- 
cellent, and that the cost of raw mate- 
rials is not to be cheaper for a long 
time. 

We quote from jobbers’ stocks: Midget, 
$4.20 per doz.; three-prong cultivators, 
$8.40 per doz.; five-prong cultivators, $11.40 
per doz. 

Drills—The consumptive demand 
for drills, especially the high speed, 
continues excellent. Makers of some 
of the leading brands are not catching 
up on production. With them the aver- 
age best date they can guarantee de- 
liveries is somewhere between six and 
eight months. Deliveries on certain 
special drills run as high as eight 
months. Some time ago it was 
generally anticipated that prices on 
drills would advance. Manufacturers 
feel that because of production costs 
they are entitled to higher prices, but 
they have refrained from advancing 
lists because of the appearance on our 
markets of foreign drills, especially 
English. Report has it that one manu- 
facturer of drills, having accumulated 
some stock, is offering same at 15 per 
cent discount, but the story cannot be 
substantiated. 

We quote from jobbers’ 
drills, sizes up to 1% in., straight shank, 
i) per cent discount; bit stock drills, 45 
per cent discount; blacksmiths’ drills, 40 
per cent discount; center drills, 40 per cent 
discount; drills and countersinks com- 
bined, list; ratchet drills, list: wood boring 
brace drills, 45 per cent discount; high 
speed drills, price on application; all other 
kinds, 40 per cent discount 

Iron and Steel.—Smal! lots of iron 
and steel, mostly large sizes, which are 
not in especially active demand con- 
tinue to filter in through New England 
railroad gateways, but the supply situ- 
ation, in so far as small bars and other 
shapes needed, appears to be no better 
than it has been. There is, neverthe- 
less, a slackening of the consumptive 
demand, which is believed to be only 
temporary, and although not especially 
impressive it is sufficient to give the 
general iron and _ steel situation a 
slightly easier aspect. Prices are re- 
ported as steady and unchanged, and 
general opinion among the heavy hard- 
ware houses here seems to be that the 
market will remain on an even keel for 
some time. 


stocks: Carbon 
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Iron.—Refined, except as below, $6 per 
100 ib. base; % and 9/16 in. round and 
square and 2% in. round and square and 
larger, $6.40; 7/16 in. round and square 
and smaller, $5; over 6 in. wide, $7.50 
Best refined, $7.50; same extras over base 
for small sizes as refined Wayne, $8.50 
Band iron, $8.50; hoop, $9; Norway, $20. 

Steel.—Soft steel bars, except as below, 
$6 per 100 Ib., base; % in. round and 
square and smaller, $6.50; flats, $6.85; con- 


crete bars, plain, $6; twisted, $6.50; angles, 
channels and beams, $6 to $6.50; tire steel, 
$7 to $7.50; open hearth spring steel, $11; 


crucible spring steel, $16; bands, $8 to 
$8.25; hoops, $9; cold rolled steel, $10 to 
$10.50; toe calk steel, $8. 


Nails.—Galvanized nails have been 
advanced to $12 per keg basis by the 
local jobbers. One of the leading man- 
ufacturers of wire nails has notified 
the jobbing trade that a _ truéking 
charge of $2 per ton will be made when 
less than carload lots are ordered. It 
is not generally believed that this ac- 
tion will have much effect on local job- 
bing quotations. Wire nails appear to 
be coming in a little more freely, but 
the situation is still very unsatisfac- 
tory, and unless all signs fail it will be 
a long time before the local market is 
as well stocked as it was previous to 
the war. 

We quote from jobbers’ stocks Wire 
nails, per keg, $6 to $10 base; coated wire 
nails, $5 per standard 100-lb. keg base; 
cut nails, $8 per keg base; galvanized nails, 
$12 per keg base. 

Padlocks. — The manufacturers of 
padlocks, generally speaking, are hav- 
ing their difficulties in getting raw ma- 
terials to fill the large amount of busi- 
ness on their books. The 1920 catalog 
of padlocks issued by the Corbin Cabi- 
net Lock Co., New Britain, Conn., is 
just off the press. It is finished in at- 
tractive colors, and contains only the 
most active numbers, the slow selling 
numbers having been eliminated. In 
addition to padlocks, the company 
makes locks, trunk and suit case trim- 
mings, and a miscellaneous lot of other 
hardware. 

Screws.—Local jobbers say that the 
machine screw situation apparently is 
worse than ever, notwithstanding re- 
ports to the contrary. There is a no- 
ticeable shortage of numbers 14, 10, 8 
and 6. Orders for set screws placed 
by local jobbers six months or so ago 
are beginning to come in, but the sup- 
ply of cap screws is just as unsatis- 
factory as ever. Wood’ screws are a 
little more plentiful, but the demand 
holds up very well, and prices remain 


stationary. 

We quote from jobbers’ list Wood 
screws, flat head bright, 70 per cent dis- 
count; flat head blued, 70 and 5 per cent 
discount; round head blued, 67% per cent 
discount; flat head brass, 60 per cent dis- 
count; round head brass, 57% per cent 


discount; flat head brass plated, 62% per 
cent discount; round head nickeled, 57% 
per cent discount: flat head galvanized, 55 
per cent discount. 

Coach screws, 20 per cent 
screws. 10 per cent discount 
cent discount; cap screws, square and 
hexagon, list; also 20 per cent discount; 
fillister, list plus 10 per cent discount; flat 
and round cap, list plus 25 per cent dis- 
count; iron machine screws, flat and reund 
head, 40 per cent discount; fillister, 30 per 
cent discount; flat and round head brass, 
30 per cent discount; fillister, 25 per cent 
discount 


Sheathing Paper.—Manufacturers of 
sheathing paper have once more ad- 
vanced their prices. The local market 
is now quoted on a 7'4c¢. per lb. basis. 


discount; set 


and 25 per 
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In past years the supply of sheathing 
paper was sufficiently large to enable 
local jobbing houses to sell it in ton 
lots, but in these days of transportation 
difficulties, lack of labor, etc., they are 
unable to keep a very large stock on 
hand, consequently they are selling it 
by the roll instead. 

Washers.—The demand for washers 
holds up strong, and although the mills 
have been making slightly freer ship- 
ments there is still a noticeably scarc- 
ity of sizes around ¥% in. Lock wash- 


ers are selling about 17% per cent 
above the April schedule. 

We quote from jobbers’ stocks Cut 
washers, %-in. and smaller, 6c. per Ib.; 
larger, 5c. per Ib.; cut washers, 200-lb 
kegs, list; malleable washer Ize. per Ib 

Wringers.—Prices quoted by the 


leading manufacturers of clothes wrin- 
gers have been withdrawn, which is in- 
dicative of a higher market for this 
class of merchandise. Jobbers prob- 
ably will have made an advance in 
their prices before the close of another 
week. 


Boston Cutlery Market 
HARDWARE AGE, 
Boston, July 10 

Cutlery, generally speaking, is com- 
ing forward from the factories a little 
more freely, but there is still room for 
improvement, according to local jo»- 
bers who have large stocks of back or 
ders to fill. The jobbers, as far as pos 
sible, are endeavoring to get in su) 
plies of fall goods as early as possible 
but aside from carvers and possibly tw» 
or three other lines, have not been very 
successful. High grade scissors and 
shears continue in light supply, but the 
demand for them appears to have let up 
some. The call for the next lower 
grade, on the other hand, holds well, 
and some local jobbers recently visited 
Newark, N. J., and other manufacturing 
centers in the hope of picking up some- 
thing to tide them over until regular 
orders are filled. They had only indif- 
ferent success. 

The demand for silver table cutlery 
continues heavy. The Oneida Commu- 
nity, Ltd., Oneida, N. Y., is making ex- 


Office of 


cellent deliveries under the circum- 
stances, which is in direct contrast 
with a year ago, when a great many 


things entering into production held 
back deliveries. The safety razor in- 
terests are making a big bid for busi- 
ness throughout New England, and as a 
result the market is probably more 
active than ever before. So far as can 
be learned sales of every safety razor 
manufacturer in the country are run- 
ning far ahead of those for the corre- 
sponding period last year. The Gillette 
Safety Razor Co. reports sales for the 
first six months as approximately 75 
per cent larger than those for the cor- 
responding period in 1919, on domestic 
business alone. The market for old 
fashioned razors is by no means lag- 
ging, that for Genco at around $30 per 
doz., being more active than it has been 
before in a long time. The manufac- 
turers of all kinds of razors have been 
making a special effort to get goods 


into jobbers’ hands so that deliveries to 
retail dealers can be quickly made. 
Cleavers.—Family size, $6 per doz.; 
lamb, 8-in., 2: market, 8-in., $42: 9-in., 
$45; 10-in., 
Butcher Knives. beech 
6-in., $4; 


in., $3.65 per doz.; 
i $6; 9%-in., $7.50; 10-in., $9; 12-in., 
2.50; 14-in., $16. Ebony handle, with 

3 rivets, 6-in., $7 per doz.; T-in., $8.50; 

$9.50; 10-in., $13.50; 12-in., $17.50; 
, $21. 

Kitchen 
per doz. 
(assorted), two 
isbony handle 
$3.50 per box. 

Pocket Knives.—Cocobo!lo, 
handle, two-blades, steel lined, length 
in., $6 per doz.; with chain, $7. 
Cocobolo, ebony or stag handle, two blades, 
brass lined, bolster and shield, length 
3M%-in., $8 per doz. Cocobolo, ebony or 
stag handle, two blades, brass lined, cap, 
bolster and shield, length 3% in., $12 per 
doz 

Putty Knives.—Cheaper kinds, $1.20 per 
doz.; metal handles, $1.50; cocobolo handle, 
bolster (in boxes), $4; cocobolo handle with 
heavy brass rivets, $4.50. 


Piain handle, 


i-in., $4.75; 





Beech handle, $1.50 
grades, in display box 
steel rivets, $2 to $3.60. 
(in display box), riveted, 


Knives. 
Better 


ebony or stag 


3% 


Scraping Knives.—Ordinary kinds, $1.20 
per doz.; better grades, beech handle, 
$3.75; best grades, cocobolo handle and 
bolster, $7.50. 

Shoe Knives.—Square and sharp, all 
lengths, $1.80 per doz. Hawk Bill, $2 per 
doz. 

Table Knives and Forks. — Landers, 


rary & Clark, cocobolo handle, no bolster, 
first grade, $15.25 per gross; second grade, 


$13.20 Cocobolo handle, with bolster, $17 
per gross. Cocobolo handle with cap and 
holster, $79 per gross. 


Snips.—Tinners’ No. 
10, $1.95; No. 9, $2.13. 
$12.50 doz.; No. 1 
No. 18, $1.12 each. 

Scissors. — Standard ladies’, Landers, 
rary & Clark, 4-in., $11.50 per doz.; 4%- 
in.; $12; 5-in., $12.50; 6-in., $14. Heinisch 
& Wiss, 4-in., ; 5-in., $13.10; 6-in., 
$14.70. Pocket, 4-in., $11.50 per doz.; 4%- 
n., $11.95; 5-in., $12.40. Button hole, 4%- 
in, $14.75 per doz. Manicure, 3%-in., 
$16.35 per doz. Nail, 34%-in., $16.85 per doz. 

Shears. Landers, Frary & Clark, 
japanned straight trimmers, 6-in., $10.50 
per doz.; 6%-in., $11.25; T-in., $11.75; 1\%- 
in., $12.50; 8-in., $13; 9-in., $16.20; 10-in., 
$20 Nickeled straight trimmers, 
$12.50; 6%-in., $13.25; 7-in., $13.75; 74 
$14.50; 8-in., $15; 9-in., $18.20; 10-in., 
Kankers’ shears, japanned, 12-in., $24.75. 
Barbers’ shears, japanned, 7%-in., $12.50 
pickled, 8-in., $15.50; Wrench pattern, 
8-in., $15.50 Heinisch & Wiss, japanned, 
straight, 6-in., $11 per doz.; 6%-in., $11.75; 
7-in., $12.40; 7%-in., $13.10; 8-in., $13.80; 
%-in., $17.25; 10-in., $21.25. Nickel-plated, 
6-in., $2.90 per doz.; 6%-in., $13.90; 7-in., 
$14.85; 7%-in., $15.50; 8-in., $16.30; 9-in., 
$20.50. jarber shears, French pattern, 
6%-in., $17.25 per doz.; 7T-in., $18.40; 7%- 

8-in., $21. Paper hangers’ 


12, $1.21 each; No. 
Dental snips, No. 0, 
$13.70. Pocket snips, 





in., $19.50; 
shears, 12-in., $26‘per doz.; 14-in., $32.90. 


Clippers.—Flexible horse clippers, No. 1, 
$14; No. 2, $18; list d’scount, 25 per cent. 
fair clippers, $1.25 to $3.75 each. 


Safety Razors.—Gillette, 
to $5.50; traveling sets, 
per cent discount; Auto-Strop, regular 
sets, $5, less 25 per cent discount; Gem, 
$1 sets, $8.40 in dozen and $9 in less than 
dozen lots; Ever Ready sets, $8.40 in 
dozen lots, and $9 in less than dozen lots. 
Penn. standard sets, $1 and $5; vanity 
sets, $1; fancy sets, up to $10; 30 per cent 
discotnt. 

Safety Razor Blades.—Gem, 


regular sets, 3 
$16 to $27, less 25 


> 


in less than 


gross lots, 35c. per set; in one gross lots, 
33c. per set; in three gross lots, 3lc. per 
set Ever Ready, in less than gross lots, 
33c. per set; in three gross lots, %ic. per 
set. Every Ready, in less than gross lots, 
29c. per set; in six gross lots or more, 27c. 
per set. 


Boston Paint Market 


Office of HARDWARE AGE, 

Boston, July 10, 1920. 
| OTH manufacturers and wholesale 
dealers in mixed paints are begin- 
ning to catch up on back orders, which 
accounts for the freer movement into 
retail hardware dealers’ hands. This 
catching up process is due largely to 
the fact that new business has dropped 


Hardware Ay 


off and cancellation of orders has bee 
fairly liberal of late. Cancellations, jp 
turn, are based very largely on money 
and credits, if what we hear is try 
Retail dealers say charge customer 
are paying slowly; jobbers say the pay. 
ment of bills by retailers is slowing yp. 
and the banks say they are curtailing 
loans to jobbers and wholesale house 
People who make a study of econom 
conditions say that a survey of th 
available figures bearing on the presen 
situation bears out the belief that tigh 
money will continue to be the dominat. 


ing factor, at least in the next fey © 


months, and that high rates for com. 
mercial loans will force a slow but grad. 
ual liquidation of manufactured good 
ete. In other words, the genera! situa. 
tion appears to be shaping itself into, 
position where a tapering off in going 
business may be expected. 


Brushes.—Many of the _ important 
manufacturers of paint brushes have 
advanced prices, as anticipated. 
advance on brushes having 4-in. t 
1',-in. bristles amounts to fully 33 13 
per cent, but on shorter bristle stock 
the mark-up is less conspicuous. Thos 
manufacturers who have not 
their lists are expected to do so within 
a month. 


Lead.—The demand for lead is less 
active, and stocks are beginning to ac. 
cumulate. This fact, together with the 
condition of the pig lead and _ byprod- 
ucts markets, makes it evident that the 
paint lead market cannot hold w 
against conditions governing the law of 
suply and demand. Many local paint 
interests are of the opinion that the 
market will decline within the next fort- 
night. 


Jobbing quotations on lead, in 
and 560 and 100-Ib. 


124%, 2% 
cents): ‘ 


kegs, follow (figures 


12% Ib. 25-501b. 10010 
White, oil ...... 16 15 15 
White, dry |... 2! 16 4 Be 
Oe MF 5 oc shoo 16% 16% 16 
| i are 16 15% 15% 


Oils, Ete.—The turpentine marke: 





The 


revised ie 





J 








ve 


pycactaes 


= 


has been decidedly irregular during the — 


past fortnight. After dropping to be- 
low $1.60 per gallon, the market recov- 
ered on a better demand and to-day is 
strong at $1.69 per gal. in barre) lots, 
at $1.79 in ten-gal. lots., at $1.84 in 
five-gal. lots, and at $1.89 in one-gal 
lots. 
about 6c. per gal., but since then ha‘ 
held steady. 


Local jobbers’ prices on oils, ete., P 
gailon, follow: 

Oils: Alcohols, ete.: 
SE Ce $2.30 Denatured an 
Coe cccoss -70 ood . nomina 
"eee 2.00 Gasoline Bit! 
ee ere 1.46 Benzine 37-4 
Neatsfoot ...... 1.55 Turpentine oo 18 


Waxes.—Paraffin wax has been at 


The linseed oil market droppei © 


vanced 3c. per lb. to 15c., and pato- a 
wax as much to 15%c. The lower price 7 
are largely due to the recent weaknes —~ 


in the turpentine market, which 4 
lowed manufacturers to produce on § 
less expensive basis. Jobbers’ price 


follow: 

Floor waxes, 45c. to 50c. per Ib.; paraffin 
waxes (in cakes), 14c. Ib.; parowax | 
Ib. cakes), 15%c.; best beeswax, ‘ic. 
cake. 
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The Silent Servants | 














N and out! All day long the 
perfect door swings to every- 
ne’s command. Artistically 
ilended appointments —the 
beauty of the structure itself 
would be lost were the doors to 
valk, squeak or sag. 


Architects and Builders realize 
the importance of hinges in 
giving life and activity to the 
building they plan and erect. 
The McKinney Manufacturing 
Company makes hinges and butts 
that demand no compromise. 

McKinney Hinges and Butts 
have filled every hinge need for 
fifty years. Silently they have 
served on thousands of doors 
everywhere. They have estab- 
lished an enviable record—they 
are the standards in their field. 


McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, Chicago 


MCKINNEY 
Hinges and Butts 


Also manufacturers of McKinney garage ahd farm building doer- 
‘Mi Kinncy One-Man Trucks 


hardware, furniture hardware and 


McKinney Hinges and Butts 
blend artistically with any ar- 
chitectural design. Whether 
massive door or small casement 
window, there is a McKinney 
Hinge to fit—to serve its pur- 
pose silently and effectively. 


The name McKinney in a 
specification insures the building 
permanent hinge service 
throughout its entire life. 

If you do not have the Mc- 
Kinney catalog in your files we 
will gladly forward you the 
latest edition. You'll find it 
always helpful in visualizing the 
best answer to hinge questions, 
matching artistic plans and 
meeting standard hinge needs. 


Export Representation 





——— 5 





This is the July Architects’ and Builders’ 
Advertisement. It appears in all the large 
magazines which go direct to this big class 


of hinge buyers. 


Other advertisements 


are appearing in The Saturday Evening 
Post and the Literary Digest. Millions of 
hinge users everywhere are appreciating 
more and more the importance of hinges. 
The demand for those stamped with the 
name McKinney is constantly growing. 
Make this advertising work for you! 


McKINNEY MANUFACTURING CO., Pittsburgh 


Also 
McKinney garage and 


manufacturers of 


‘arm building door- 
hardware, furniture 
hardware and McKin- 
ney One-Man Trucks. 









WESTERN OFFICE, State-Lake Building, 
Export Representation 


MCKINNEY 
Hinges and Butts 


—ONCE MHOTE 


NE of the reasons why 

McKinney Advertising 
helps the McKinney dealer is 
because it is a steady, month 
after month, campaign. 
There are no gaps. Interest is 
held right up to the highest 
notch all the time. 


This particular advertise- 
ment appeals to architects 
and builders. It appears in 
their leading magazines. 


Be sure you get the most 
from this and all the other 
McKinney Advertising. Tie 
your store up to it. Feature 
McKinney display material 
and let everyone know you 
sell standard products in all 
lines. 








Chicago 


Products Being 


Utility Floor Machine 

The Utility Floor Machine is made 
by the Kent Vacuum Cleaner Co., 
Rome, N. Y., and is said to be adapted 
for scrubbing all kinds of floors, pol- 
ishing waxed floors and linoleum, and 
refinishing floors by removing old 
paint, shellac, varnish, etc., using 
coarse and fine sandpaper. 

It is said that it will remove dirt, 
grime, drippings, candy, dough and 
such spottings, leaving the floor clean. 

The machine is electrically operated, 
and is provided with interchangeable 














Utility Floor Machine 


attachments for doing different kinds 
of work. These attachments are a 
steel wire brush, a palmetto brush, a 
Tampico brush and a sandpaper disc. 
They are circular and are rotated con- 
tinuously in one direction as the ma- 
chine propels itself over the floor. 

The machine body and motor are 
said to be dust and water proof. It 
is equipped with ball bearings through- 
out, even to the casters, so that it may 
be moved freely from place to place. 
The weight of the machine complete is 
55 pounds, and it is built entirely of 
metal. 


PASE 


1k 


Placed on the Market by Hardware Manufacturers 


New Nursery Scale 


A new arrival in the family of scales 
made by the John Chattilon Co., New 
York, has been announced. It is de- 


New Nursery Scale 


signed to appeal to the buyer who 
would like to “give the baby a weigh” 
with ease, comfort and accuracy. 

In general construction and appear- 
ance it resembles the familiar type of 
baby scale, with a white enameled bas- 
ket on top. The main taiking point 
and most distinctive feature of the out- 


= 


Dial of New Scale 


fit is the face or dial, which registers 
up to 25 pounds. The background of 
the dial is of baby blue, and the smiling, 
dimpled cherubs romping in baby like 
poses are sure to appeal. 


With each purchase of a scale, 
illustrated booklet entitled “After My 
Arrival” is given. This little book p 
vides for the daily recording of baby§ 
advance in weight, and in other phaseg 
equally as interesting and worthy @ 
record. The book is well illustrat 
with sketches of typical baby activities 
and colored in delicate and soft shadeg, 
of buff, blue, green and black. 

This little booklet may be obtained 
printed in Spanish and colored to ape 
peal to buyers of that race. 


Hog House Roof Window 


The Federal ventilating hog hous§ 
window, made by the Federal Mane 
facturing Co., Des Moines, Iowa, is s 


Federal Ventilating Window 


to dry and ventilate, without causing & 
draft, as well as give more light to 
hog house. 
Federal windows are made of hea 
galvanized iron, holding two panes 
glass, which are protected by stro 
wire screen. The sash at the upp 
end of the window is pointed to pr 
vent dirt, leaves or water from lodgi 
there, and causing rust or leaks. 
Ventilation may be regulated at 
upper end of the window. The Fede 
window is also made in the non-vem 
tilating type which has no opening @ 
shutter. ' 


Reading matter continued on page 108 
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